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Like Draurance Edition 


STANDS OUT 


One of the first among all life companies to recognize the 
need for Noncancellable & Guaranteed Renewable sickness, 
accident and hospital coverage, Union Mutual continues to 
set the pace for this type of contract. Sales show it. Today’s 
UM Non-Can policies provide a stand-out combination of 
benefits which in terms of your prospect’s protection and 
peace of mind cannot be equalled. Here’s why: 


6 Ways UM’S Non-Can Contracts Serve Your Prospect 


1. NONCANCELLABLE and GUARANTEED RENEWABLE. 
So long as he pays the deposits, Union Mutual cannot 
cancel, change or add a restrictive rider to the contract 
for any reason whatsoever. 


He may CHANGE TO A MORE HAZARDOUS OCCU- 
PATION without changing his deposits or benefits. 


There is NO LIMIT to the number of claims. 


As a UM policyholder, your prospect is considered 
disabled when he cannot work at HIS OCCUPATION 
or one for which he is suited. 


He does NOT HAVE TO BE CONFINED TO THE 
HOUSE to receive benefits. 


UNION MUTUAL WILL PAY any deposit due during 
total disability that continues more than 90 days. It 
will refund any deposit which may have been made 
during this 90-day period. 


Cantina by 
é MUTU AL LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 
Canadian Head Office — Montreal, P. Q. 


pene s Eighth Oldest Life Insurance Company. 
Rolland E. Irish, President * John R. Carnochan, Vice President 
in Charge of Agencies. 
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The Case of the 
PULLED PEDESTRIAN 
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Solved by Accident Insurance tthe 
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A pedestrian, while walking beneath an overhead door of a public garage, snagged = 
his foot in a rope attached to the door. A garage employee, at this moment, pressed the Jersey 
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Ordinary Sales 
Top All Monthly, 
Quarterly Records 


All Classes’ Total Beats 
Any Previous March and 
First-Quarter Achievements 


March life insurance sales amounted 
to $3,777,000,000, a 10% increase, and 
the largest March total on record, 
according to LIAMA. Total first-quar- 
ter sales were $10,147,000,000, up 15%, 
making it the largest first quarter on 
record. 

Ordinary life sales in March were 
$2,760,000,000, a 16% rise. This was the 
largest single month’s total on record 
for ordinary. The previous high was 
reached last December, when ordinary 
totaled $2,475,000,000. 

March industrial sales totaled $573 
million, a 1% increase. New group 
life sales amounted to $444 million, 
down 8%. These represent new groups 
set up and not additions under contracts 
already in force. 

Ordinary life sales in the first quarter 
accounted for $7,126,000,000, a 19% 
increase and an all-time record for 
any quarter. The three-month total for 
industrial was $1,605,000,00, up 7%. 
New group life totaled $1,416,000,000, 
an 8% rise. These figures are new first 
quarter highs for industrial and group. 
LIAMA figures do not include credit 
policies. 


Metropolitan Not to 
Oppose N. J. Variable 
Annuity Measures 


NEW YORK—Despite its opposition 
to the enactment of any variable an- 
nuity legislation this year, Metropol- 
itan Life does not plan to oppose the 
bills sought by Prudential in the New 
Jersey legislature which would en- 
able any domestic life company to 
write group and individual variable 
annuities. 

Metropolitan was instrumental in 
the defeat of the New York bill that 
would have authorized the forma- 
tion of the Variable Life Income Corp. 
of America and President F. W. Eck- 
er is reported to believe that the 
variable annuity is not a form of cov- 
erage that a life company should is- 
sue. However, inquiry by THE Na- 
TONAL UNDERWRITER at the Metropol- 
tal home office elicited the informa- 
tion that Metropolitan has not taken 
any steps to oppose the New Jersey 
bills and does not intend to. Assem- 
blyman Barnes of South Orange has 
told the New Jersey Life Underwrit- 
‘ts Assn.’s law and legislation com- 
mittee that he will ask that a public 
hearing be held on the bills. This is 
quite an unusual procedure in New 
Jersey, The New Jersey association’s 
tommittee had informed Mr. Barnes 





Mutual Funds Split 
on Fighting N. J. 


Variable Annuity 

NEW YORK—None of the mutual 
funds are happy about the New Jersey 
bills to permit domestic life companies 
to write variable annuities, but enough 
of the investment companies are op- 
posed to battling the Prudential in its 
own bailiwick so that there is a good 
chance that the National Assn. of In- 
vestment Companies, as an organiza- 
tion, will take no part in trying to 
block the legislation Prudential is 
seeking. 

This does not mean, however, that 
individual mutual fund firms will not 
make strong representations in oppo- 
sition to the bills at the hearing that 
Assemblyman Barnes of South Orange 
has agreed to call. 

The investment companies are par- 
ticularly concerned at the prospect of 
life companies, with their large num- 
bers of salesmen, being able to sell an 
annuity based on equities without be- 
ing subject to Securities & Exchange 
Commission regulation, as the mutual 
funds are. The investment companies 
also believe there may be tax advan- 
tages that would give life companies 
issuing variable annuities a competitive 
edge. 

Some of the mutual fund people be- 
lieve that if life companies sell vari- 
able annuities the logical result will 
be for mutual funds to convert them- 
selves to the life company form of 
operation. Another’ speculation is 
whether life companies, in order not 
to be in the position of controlling so 
much of the economy through stock 
ownership in corporations, might not 
prefer a close working arrangement 
with a group of mutual funds rather 
than getting into the variable annuity 
field. 
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Zalinski to Join 
Hancock as Sales 
Administration V-P 


BOSTON—Edmund L. Zalinski, vice- 
president of New York Life, will join 
John Hancock as j 
vice - president, 


coed 


sales adminis- 
tration, May 1. 
Mr. Zalinski 


started in life in- 
surance as an 
agent of New York 
Life in 1942. In 
the next five years 
he managed four 
of New York Life’s 
agencies in New 
York city and New 
Haven, with pro- 
gressively greater responsibilities. He 
became known throughout the life 
insurance business first as managing 
director of the newly created Life 
Underwriter Training Council and then, 
from 1949 to 1951, as executive vice- 
president of National Assn. of Life 
Underwriters. He rejoined New York 
Life in 1951 as an agency department 
officer, becoming vice-president in 
1954. 

As vice-president and chairman of 
the agency committee of John Hancock, 
Mr. Zalinski will develop and expand 
all three of the company’s sales depart- 
ments—those handling ordinary, group 
and industrial business. 

A CLU, Mr. Zalinski is a graduate of 
Cornell and of the Harvard graduate 
business administration school and 
holds a doctor of philosophy degree, 
with honors, from New York univer- 
sity. He is a trustee of the American 
College. 





Edmund L. Zalinski 








Late News Bulletins... 








Rosan Named Associate Editor of Query 


Howard J. Rosan of New York City, president of the Samuel D. Rosan agency 
of Continental Assurance since 1952, has been named an associate editor of 
Query, monthly public relations publication of American Society of CLU. Mr. 
Rosan has been in the insurance business since 1945. 


Asks High Court to Reject Companies Plea 
WASHINGTON—The trustee in bankruptcy, who has thus far succeeded in 
holding five life companies liable for double payments of policy loan values 
first made to a bankrupt, has asked the U. S. Supreme Court not to review the 
federal court of appeals decision against the companies. As recounted in THE 
NATIONAL UNDERWRITER of April 1, New York Life, Reliance Life (now merged 
with Lincoln National), Equitable Society, John Hancock and Union Central 
are seeking reversal of a decision holding they must pay the bankruptcy trustee 
of policyholder Eugene M. Callis of Philadelphia $45,334 in cash values even 
though he had already borrowed this amount on his policies. The trustee in his 
brief argues that if remedies are needed they should be sought from Congress 


and not in the Supreme Court. 


Life Insurance Assn. of America filed an amicus euriae brief through John 
V. Bloys, with Noel T. Dowling of New York City of counsel. 


Provident Home Industrial Mutual Picketed 
PHILADELPHIA—Nearly 60 agents of Provident Home Industrial Mutual 
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Competition Plus 
Prosperity Credited 
for March Records 


Delay in Federal Tax 
Filing Date Also Seen 
as Factor in Peak Sales 


BY JOHN L. LAWRENCE, JR. 


A considerable number of life insur- 
ance companies capped a highly suc- 
cessful quarter by setting new one- 
month production records in March. 
Many other companies that missed 
setting new sales records in March 
also made noteworthy gains. 

Inquiries by THE NATIONAL UNDER- 
WRITER among several representative 
life companies revealed that while 
no company spokesmen would at- 
tribute the rise or any specific per- 
centage of it to any one cause, many 
expressed the feeling that the nation’s 
prosperous economy is responsible for 
a good part of the gains. Increased 
competition among companies, better 
merchandising of their products and 
improved tax situations for policy- 
holders also were cited as important 
reasons for good business. 

Several observers pointed out that 
the change from March 15 to April 15 
of the filing deadline for federal in- 
income taxes may have contributed 
to the increase, thus continuing the 
upward trend established in January 
and February. Retail markets, which 
did well in March, have listed the later 
tax deadline as one reason for their 
activity. The later tax date may slow 
the rate of increase in new insurance 
business in April, however. 

@ o e 


Many insurance men feel that the 
companies have been doing a good job 
in the competition with homes, autos 
and other items sold on a time basis. 
Many families may have caught up 
with time and installment purchases 
and, with the continued prosperity, 
are turning more toward insurance 
protection. Added to this is the opti- 
mistic view of the future, which has 
been building up since late last year, 
when it replaced a rather negative 
feeling among consumers. 

Insurance companies also have been 
stepping up their sales efforts and 
improving their merchandising tech- 
niques. 

March was Home Life’s best month 
in history, with ordinary life sales 
totaling $16,700,000. It broke the $13,- 
500,000 record set in March of last 
year. The March sales culminated the 
best five-month period and the best 
quarter in company history. The re- 
sults in March, always a good month 
at Home Life, were not due to holding 
back of business by the sales force. 
There were no contests, campaigns or 
new policies to soup up production ef- 
forts. The group department reported 


Life of Philadelphia and Chester set up picket lines at both home offices in a 


7 * ains but no sensational spurt. 
strike over a pension plan, after negotiations were discontinued. Strikers are g 


that it opposes passage of the bills at 





——4 Session of the legislature. . : f ; P Average individual policy size at 
| A. ae Committee members said they feel members of the CIO insurance workers of America. Their leader said the main jome Life is just under $12,000, highest 
S 


point involved is the union’s demand for a $50 a month pension for employes 
after age 65 and 25 years of service. 


in the business. Despite the fact that 
(CONTINUED ON PAGE 15) 


the proposed legislation should receive 
lurther study before action is taken. 
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LAA North Central Round Table Panels 
Analyze Sales Promotion Aids at Omaha 


By CLARENCE W. HAMMEL 


Life Insurance Advertisers Assn. 
built a program of informative panel 
discussions and talks around a “Treas- 
ure Chest” theme at its North Central 
Round Table meeting in Omaha. Ideas 
and methods were freely exchanged 
during the two day session. 

Morris Jacobs, president of the Bo- 
zell & Jacobs advertising agency, 
opened the first session with a chal- 
lenge to provide a selfish motive in 
consumer advertising. “Your competi- 
tion is with automobiles and TV, and 
not with each other. How can you 
compete with these tangible, beautiful 
products? Keep in mind that the florist 
sells every emotion but not the flowers; 
TV sells drama not copper and wood. 
You must romance life insurance, dra- 
matize the blessings of life insurance; 
sell days upon days of careless fishing 
or travel—not retirement insurance. 
Sell the home and everything in it— 
not mortgage insurance; sell opportun- 
ities you didn’t have and college di- 
plomas—not educational insurance. 
With the many fine coverages you are 
in a position to sell life insurance as 
something living, something great. 
Build your plans so that public rela- 
tions integrate with advertising and 
sales promotion.” 


A point-of-sale panel was presided 
over by Ernest Wills, Equitable Life of 
Iowa. 

Frank T. Culp, Jr., Guarantee Mu- 
tual Life, advised the use of regional 
sales meetings to introduce new pro- 
motional material and get it used ef- 
fectively in the field. It takes on add- 
ed importance to field men when it is 
introduced personally. 

John Durrell, Union Central Life, 
said his company has had fine success 
with new survey material because 
agents collaborated in its development. 

Ray Hamill, Bankers Life of Iowa, 
told of the thorough promotion his 
company made of a new one-interview 
programming system that is being used 
effectively. Groundwork was laid dur- 
ing informal talks with four or five 
managers gathered at regional sales 
meetings. As the material was devel- 
oped, view graph slides were used to 
demonstrate the technique of the new 
method. 

Julian Leet, Northwestern Mutual 
Life, said his company primarily pro- 
motes sales material through meetings 
at each agency at least twice a year. 
From agency study groups a number 
of letters attesting to the successful 
use of point-of-sale material are re- 
ceived and they are used frequently in 
the company’s magazine. He men- 
tioned the advantage of publishing a 
catalogue of all sales promotion items 
annually to make it easier for the men 
in the field to order them from the 
home office. Northwestern Mutual’s 
catalogue has definitely cut down on 
correspondence regarding what is 
available. 


William Ellis, American Mutual Life, 
recommended packaging sales promo- 
tion material in an attractive folder 
with suggestions for its use on the back. 
An order blank for additional packets 
can also have the dual purpose of 
seeking constructive suggestions and 
testimonial letters from the field. By 
putting a key on the applications in 
the packets his company has another 


check on how effectively the sales ma- 
terial is being used. 

Edward H. Weiss, president of Weiss 
& Geller, Chicago, spoke at the lun- 
cheon on “Motivation Research.” He 
stressed the importance of getting as- 
sistance from qualified, trained men 
outside the advertising business to de- 
termine the unexpressed desires and 
motivations of groups of people. 


Richard S. Haggman, Kansas City 
Life, presided over the second business 
session. Gordon Nereim, vice-president 
and divisional sales director, Belnap 
& Thompson, Chicago, told why special 
incentive campaigns make sense. They 
break the monotony of telling the 
same old story and get the agent work- 
ing for something besides money. Such 
campaigns focus effort on a specific 
objective, throw the spotlight on the 
reward so that all participants seek to 
be accepted as successful and look for- 
ward to the recognition. 

Don Clark, Security Mutual Life of 
Nebraska, developed his topic “Never 
Underestimate the Incentive Power of 
Women” with examples of campaigns 
that were effective for his company. 
An annual contest “Honor Our Wives” 
runs for six weeks during which time 
a number of agents write more busi- 
ness than in a six-month period. “Se- 
curity shares” are made out in the 
wife’s name on which she pledges her 
help in the campaign and thereby 
starts the ball rolling with the first 200 
points by returning the signed pledge. 
In the “Tel-a-Honey” contest a wife’s 
name is picked each week and a call 
made from the home office asking 

(CONTINUED ON PAGE 16) 


Sale of Big Blocks 
Show Life Stocks 
Are Still Booming 


Blyth & Co.’s San Francisco office 
has completed the sale of a block of 
28,286 shares of California-Western 
States Life stock at $96 that it acquired 
in February, 1954, at $45 a share from 
Western & Southern Life after the 
latter company gave up its attempt to 
buy control of the California company. 
Western & Southern had offered $45 
a share to stockholders but acquired 
only the 28,286 shares. Blyth & Co. sold 
the stock largely to institutional inves- 
tors on the Pacific Coast. 

Another indication of the bullish 
state of the life company stock situa- 
tion is the current quotation at mid- 
week of Beneficial Standard Life shares 
at 2914 bid 30% asked. The stock was 
syndicated by Lehman Brothers of New 
York. The 100,000 shares of $10 par 
value stock were split 10 for one, with 
a new par of $1, after which Lehman 
Brothers sold 480,000 shares to the 
public at $25 a share. Demand for the 
stock is reported to be strong. 








Samons, Press to Head 


N. Y. Guardian Agency 


NEW YORK—Bernard Samons and 
A. Aaron Press have been appointed 
effective May 1, as managers of 
Guardian Life’s New York city agen- 
cy formerly headed by Julius M. Eis- 
endrath, who was manager for Guard- 
ian for more than 25 years prior to 
his death in February. It will be known 
as the Samons-Press agency. Jack 
Windheim has been named associate 
manager. 

A McLain of 


President James 


Guardian announced the appointment 
at a luncheon Monday attended by 
members of the agency, several home 
office officials and guests. 

Mr. Samons entered life insurance 
in 1947 with the David Marks, Jr., 
agency of New England Mutual Life 
in New York city and has been serving 
as assistant to the general agent. He 
is on the New York City Life Super- 
visors Assn. executive committee. 

Mr. Press, who is a CLU, entered life 
insurance in 1928 with John Hancock, 
went to Prudential in 1930 as assistant 
manager, and became brokerage su- 
pervisor of the Eisendrath agency in 
1946. 

Mr. Windheim joined Guardian in 
1934 and has been production manag- 
er of the Eisendrath agency since 
1947. 





Changes in Allotting 
Legal Cases Noted in 
Report on Equitable 


NEW YORK—The New York de- 
partment’s regular triennial examina- 
tion report on Equitable Society notes 
the changes that have been made in the 
allocation of legal work to law firms 
in connection with the handling of pri- 
vately placed loans. The previous re- 
port criticized the volume of such bus- 
iness handled by the New York city 
law firm of Milbank, Tweed, Hope 
& Hadley, with which Thomas I. Par- 
kinson Jr., son of Equitable’s former 
chairman and president, was connected. 

e e e 

The board of directors took steps 
to change this. Thus, in 1951 the Mil- 
bank, Tweed firm handled 75 cases 
involving aggregate loans of $571,519,- 
000 and received legal fees of $398,250 
but during the first half of 1954 it 
handled only six cases, involving 
$22,415,000 in loans and received a 
total of $37,000 in fees. During 1952 
the firm handled 59 cases aggregating 
$419,633,000 in loans and _ received 
$212,925 in fees, while in 1953 it han- 
dled 36 cases for a total of $261,007,000 
in loans and received $204,750 in fees. 





Franklin March Sales of 
$53 Million Set New High 


Franklin Life established a single 
month production record in March 
with new sales of more than $53 mil- 
lion. Issued business for the first quar- 
ter of 1955 exceeds $125 million, a 
gain of more than 15%. 

Assets recently passed the $300 mil- 
lion mark. 


Mutual Benefit Life 
Up 25% in Quarter 


Mutual Benefit Life’s first quarter 
sales totaled $85,435,564, a 25% in- 
crease. Richard E. Pille, vice-president 
in charge of agencies, attributed the 
upsurge to generally favorable busi- 
ness conditions, the spending mood of 
the people, the public’s increasing 
awareness of the need for insurance, 
greater competition among companies 
for business, and improved selecting 
and training of agents. 


Midland Mutual Sales in 
March Up 43%: New High 


Midland Mutual Life registered a 
record new business volume in March, 
paid for sales of $3,893,772 represent- 
ing a gain of 43%. It was almost 
$500,000 more than the previous high 
for a single month. 

Setting the pace were the H. O. Tice 
agency at Columbus, O., and the Sam 
boc Elgort agency at Beverly Hills, 

al. 


United Ins. Co. of Chicago has ob- 
tained permission from the Illinois 
department to change its name to 
United of America. 
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Manzelman Elected President at First Annual 
of [Illinois State ARH Underwriters Assn. 


By WILLIAM H. FALTYSEK 

PEORIA—That the A&H business 
knows where it stands today and is 
undertaking its responsibility with an 
optimistic awareness was clearly 
prought out at the first annual meeting 
of Illinois State Assn. of A & H Under- 
writers here. 

The report of the nominating com- 
mittee was adopted as proposed and 
William G. Manzelman of North Amer- 
ican Accident was elected president 
to succeed Roy E. Davis, Illinois Mutual 
Casualty, Peoria. Other officers elected 
were Irving G. Wessman, secretary 
Loyalty group, Chicago, 1st vice-presi- 
dent; Raymond M. Case, United Bene- 
fit Life, Springfield, 2nd vice-presi- 
dent, and Robert Hines, Mutual of Om- 
aha, Rockford, secretary-treasurer. 

James Ross, who brought greetings 
from the Illinois department, said it 
is obvious the public endorses A&H 
since this segment of the business has 
shown a greater increase than any other 
in the past few years. When the public 
knows the rules it will decide what is 
wanted and will not condone bad prac- 
tices of any kind. “If you and others 
in the business forsake the high ideals 
and standards as represented by this 
association, the people will look else- 
where,” he said. “The A&H business 
has awakened to its true responsibili- 
ties, but you must keep at it. Be en- 
husiastic but informed, or your success 
is limited.” 

E. A. McCord, president of Illinois 
Mutual Casualty also welcomed the 
A&H men. 
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Leonard A. McKinnon of the McKin- 
non-Mooney agency, Flint, Mich., 
president of International Assn. of 
A&H Underwriters, said in his travels 
as association president he has found 
the A&H agents, while aware of the 
growing importance of A&H, as a rule 
do not recognize their own economic 
power. The A&H salesman should feel 
he is one of the most important forces 
in the country, since the business is 
growing by leaps and bounds and those 
who sell it are a highly important seg- 
ment of the economic set-up. 

In discussing the place of the Inter- 
national and state and local A&H asso- 
ciations, Mr. McKinnon said the indi- 
vidual belonging to an association de- 
velops prestige immediately. He sug- 
gested learning the association’s code 
of ethics and living by it and advised 
carrying a copy of the code at all times. 
‘The public will know you have their 
io at heart if they know about the 

le.” 

Mr. McKinnon discussed briefly the 
education, legislation and public rela- 
tions facilities of the International as- 
sociation. He stressed the need for com- 
pany cooperation and mentioned a 
committee which has been formed in 
Michigan which meets with the insur- 
ance department several times a year 
fo discuss various problems. He sug- 
guested that this be done elsewhere. 

Everybody in the A&H business is 
lighting the federal health reinsurance 


fill, he said, since once the federal 


government moves in anywhere along 
the line, it is the green light to go 
ahead. He warned, “Let no government 
Official tell you we just want to lay a 
flor here.” The damage is done then 
ind the government moves in. “The 

People can feel proud that since 

time we have awakened to the 
hgers confronting us such tremen- 


XUM 


dous strides have been made. In 1940 
a survey showed 60% of the public 
wanted compulsory A&H while today 
only 19% want this, evidence of the 
excellent job that is being done by the 
A&H people. 

Charles H. Gilbert, Madison, Wis., 
agency manager for Woodmen Accident 
& Life, said there is “nothing to be 
afraid of in selling A&H and stressed 
the importance of cold canvass,” since 
the best way to create new ideas for 
selling our product is by calling on 
people, because each and every one 
can and will ask different questions 
or give you a different reason why they 
do or do not need our product. 

Four ingredients necessary for suc- 
cess he gave as forgetting self; appeal 
to the prospect; uncover need, and meet 
plenty of prospects. “Most of us are 
afraid of ourselves and when we get 
over this and impress on our subcon- 
scious an ambition-picture or goal, 


nothing will stand in the way of suc- 
cess,” he said. 

“Never fear to try several methods 
at the start and you will soon find one 
that seems to fit with your own per- 
sonality or that certain something that 
causes you to make sales. When you 
strike it, stay with it and do not be 
afraid to use it over and over. This may 
sound old to you, but remember it is 
new to your prospect.” 

Mr. Gilbert said it is amazing the 
number of people who have not pur- 
chased A&H insurance simply because 
they have not been approached. Pros- 
pects are all over—they simply are 
not recognized as prospects. “The only 
way you can see prospects where you 
never saw them before is simply by 
meeting people, all kinds of them. And 
seeing all kinds of people there will, 
of course, arise all kinds of objections. 
You really do not begin to sell until 
someone raises an objection. Don’t be 
afraid of them. Since the beginning of 
time when anyone has tried to do 
something to help people to help them- 
selves or do anything for the better- 
ment of mankind, there have been ob- 


jections.” 

At the luncheon E. H. O’Connor, 
managing director of Insurance Eco- 
nomics Society, spoke on current leg- 
islation affecting A&H. He said while 
the goal of all these programs is de- 
sirable, the intrusion of the govern- 
ment can be seriously questioned. In 
the president’s health message to 
Congress last January he pointed out 
a shortage of hospitals, clinic, nursing 
homes and other such facilities, Mr. 
O’Connor said. “Let us be sensible and 
recognize that short of Utopia there 
will never be enough of these facil- 
ities... A saner solution to these prob- 
lems would be to have the govenment 
reduce its spending and its debt and 
thereby reduce taxes so that people 
themselves could take care of their 
own needs. This procedure would be 
the better way to avoid more statism, 
which is the major threat of our time.” 

Turning to the federal reinsurance 
bill, he said advocates of the plan ap- 
pear to be impressed by the develop- 
ment of life, fire and other types of 
insurance which have used adequate 

(CONTINUED ON PAGE 13) 




























BROAD 


INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 
Accident & Sickness Insurance 
— including Noncan, Commercial, 
Deductible Hospital, and Major Medical 
Income Disability 
Juvenile Insurance 
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Impaired Risk Service 
Wide Age Range 
Salary Savings Systems 
Supplemental Term Riders 


Pension Plans 
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The Automatic Life Insurance Company— 
How Close to Becoming an Actuality? 


BY JOHN L. LAWRENCE JR. 


NEW YORK—How imminent is the 
“automatic life insurance factory” in 
which machines do everything from 
underwriting cases to reminding agents 
to see their prospects before age- 
change dates? So much progress is be- 
ing made that any life insurance man 
who isn’t right in the thick of it could 
well wonder how fast automation may 
be expected to take over, and to what 
extent. 

So much is being done and so much 
more can be done, even if no more 
wonders should be unleashed, that 
probably the easiest way to appraise 
the prospects is to start with a hypo- 
thetical completely mechanized life 
insurance company and then indicate 
to what extent fantasy should be mod- 
ified to square with the actual possibil- 
ities. 

Hypothetical Life does everything by 
electronic data processing machines, or 
EDPM, which is becoming the generic 


term for designating the high speed 
central calculators and their auxiliary 
equipment. 

Our Hypothetical Life agent, after 
selling his prospect a policy, obtains 
information for the application by ask- 
ing questions and marking the “yes” 
or “no” squares on a specially prepared 
card. The prospect signs the 8 by 10- 
inch application document. 
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The applicant then sees the medical 
examiner,who uses a similar card to 
record information and test results. If 
the applicant agrees to take a “lie de- 
tector” test, the medical examiner ad- 
ministers it and checks “true” or 
“false”? squares as he watches the de- 
tector respond to medical and moral 
hazard questions put to the subject. 
(Hypothetical Life finds use of a lie 
detector to answer these questions ob- 
viates inspection expense. Therefore, 
the company can pass on a lower rate 
to the policyholder.) 

If the applicant refuses to submit 





coupon. 


information. 


City and State 








This new “family plan,” especially designed to meet 
financial problems caused by hospital and surgical bills, 
also has the following features found in our other 
Sickness and Accident policies. 


NON-CANCELLABLE 


@ Guaranteed continuable to age 65 @ Participating 
® Guaranteed level premium @ 31 day grace period 
@ Incontestable after two years 

We will gladly supply more detailed information 
about our S & A contracts to those who return this 


To: State Mutual Life, 340 Main St., Worcester, Mass. 
Please supply me with more NON-CAN.S & A 
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to the lie detector an inspection report 
is made on a card similar to those used 
by the agent and medical examiner. 

The cards are sent to the Hypotheti- 
cal home office where they are “read” 
—including handwritten data—by the 
electronic data processing system. In 
accordance with previously pro- 
grammed instructions, the machine 
proceeds to underwrite the case, ap- 
proving or rejecting it, assigning a 
standard or substandard class, and de- 
termining the rate. The electronic sys- 
tem is instructed to throw out for hu- 
man review any large risks or certain 
impairments or substandard classes. 
For example, the machine can be in- 
structed to approve an applicant who 
admits he gets drunk once a month and 
reject him if he becomes tipsy twice 
a month. Human underwriters review 
borderline cases. 
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Automatic underwriting is probably 
a little less accurate in the general run 
of cases than human _ underwriting 
would be. Hypothetical Life, however, 
is willing to let a few more sour risks 
slip through because the large finan- 
cial saving more than offsets it. 

After underwriting the case, the 
EDPM writes the policy and records 
all the pertinent data. Necessary docu- 
ments are emitted in printed form by a 
piece of auxiliary equipment. If the 
policy premium is paid in advance, this 
is noted on a record punched card or 
tape, rather than take up space in the 
system’s storage area. 

The machine is instructed to print a 
premium bill or reminder for the in- 
sured, a notice for the agent and Hyp- 
othetical’s home office conservation de- 
partment when the time nears for pay- 
ing each renewal premium. 

The insured forwards his personal 
check and the electronic machine, sens- 
ing the information written on it, 
makes a record of it, endorses it and 
sends it to the bank for deposit. 

Later, the agent’s commissions on 
this policy and others are computed, 
recorded and paid with company 
checks by the system. Other agents’ 
statistics, like production records of the 
entire field force, are calculated and 
recorded to determine annual award 
winners, and the like. Dividend calcu- 
lating, remittance accounting and post- 
ing are done, also. 

Because of the system’s great speed, 
mortality and medical statistics are 
compiled and recorded for the actu- 
ary’s immediate use. Hypothetical Life 
has no difficulty in keeping its exper- 
ience information right up to date. 
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If a policyholder wants to borrow 
against his policy, a loan application is 
made on a special card which is for- 
warded to the home office. It is “read” 
into the electronic apparatus. The ma- 
chine makes a decision on the loan, 
checking the amount available, and 
other data, in accordance with stored 
instructions, by responding to the in- 
formation which it receives in coded 
form so it can approve or reject the ap- 
plication. 

Hypothetical Life increases its in- 
vestment earnings by keeping an up- 
to-date record of its securities and 
other holdings. The machine is in- 
structed to report daily on how much 
money is involved in all investments, 
and to signal the human investment de- 
partment when certain holdings reach 
a predetermined volume or when ques- 
tionable investments are involved. 

When a claim is made, a card is filled 
out as was done when the policyholder 
applied for coverage. The system, act- 
ing on instructions, can approve the 


claim. If it is a borderline or rejectey 
claim, the case is thrown out for hy. 
man review. 
Does all this sound like science-fip. 
(CONTINUED ON PAGE 12) 


Mutual of N. Y. Names 
A. I. Bonk at Fargo 


Mutual of New York has appoint 
Albert I. Bonk manager of the Farg 
agency, effective June 1. H. Folme 
Hansen, Fargo manager since 1933 
will return to personal production anj 
will serve as an adviser in agency de. 
velopment with emphasis on recruit. 
ing, training and sales supervision. 

Mr. Bonk joined Mutual in 1938 x 
Fargo. After serving on the fiej 
training staff at the home office, he 
was appointed manager at Kansas 
City in 1949. He is a director of Kan. 
sas City General Agents & Managers 
Assn. 

Mr. Hansen joined the company jp 
1925 at Omaha. 


Philadelphia CLUs 


Plan Spring Forum 


Philadelphia CLU chapter will hold 
its annual spring forum on opportuni- 
ties for tax economy through the use 
of life insurance and trusts May 3 at 
the Bellevue-Stratford hotel. John 0, 
Todd, Northwestern Mutual, Chicago, 
will conduct the meeting. The forum 
committee chairman is William F. Lee, 
Penn Mutual. 











W. M. Whitesell Retires 


William M. Whitesell, vice-presi- 
dent of Mutual Benefit Life, has re- 
tired after 50 years with the company. 
He was appointed vice-president in 
charge of investments in 1949. 

Mr. Whitesell retired from active 
duty last year but remained with the 
company as a consultant until now to 
round out 50 years of service. 





Three Insurers Join ALC 


Family Fund Life of Georgia, Old 
Republic Credit Life and Zurich Life 
have joined American Life Convention. 
This increases membership to 241 
companies. 





Nicholson Named to Agency Post 


John W. Nicholson Jr. has been ap- 
pointed agency supervisor of John 
Hancock Mutual Life at Jackson, Miss. 
Mr. Nicholson has been in the life in- 
surance business since 1949 and is a 
charter member of Mississippi Estate 
Planning Council. 









THE 
UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 











Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 
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L. J. BAYLEY 
Secretary 


€. R. DEMING 
President 


HOME OFFICE — SYRACUSE, N. Y. 
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Polio Vaccine | 
Creator Wins 


¢.C. Criss Award 


Dr. Jonas E. Salk, creator of the Salk 
polio vaccine, has been named the 
1955 recipient of the $10,000 tax-ex- 
empt C. C. Criss award and gold medal 
given by Mutual Benefit H. & A. 

Announcement of Dr. Salk’s selec- 
tion was made by Dr. Charles W. Mayo 
of the Mayo clinic, Rochester, Minn., 
who heads the 14-member board of 
judges. 

The award, the largest of its kind 
in the United States, was established 
to honor outstanding contributions in 
the fields of health and/or safety by V. 
J. Skutt, president of Mutual Benefit, 
asa tribute to the late Dr. C. C. Criss, 
founder of the company, now the larg- 
est exclusive A&H insurer in the 
world. Residents of the U. S., Canada, 
Alaska, Hawaii, Puerto Rico and Canal 
Zone, where Mutual Benefit is licensed, 
are eligible for the award. 

Dr. Mayo, in announcing Dr. Salk 
as the 1955 Criss award recipient, said: 
“The accomplishment of Dr. Salk may 
well be the greatest contribution to 
medicine in our generation.” Dr. Salk 
was selected from a field of more than 
400 nominees, he said. 

W. Earl Hall, Mason City, Ia., Globe- 
Gazette editor and national safety 
authority, was the 1954 winner. Other 
award recipients have been Dr. How- 
ard A. Rusk of New York City, for 
his work in rehabilitation of the phys- 
ically handicapped and Drs. Philip S. 
Hench and Edward C. Kendall of the 
Mayo clinic, for their work in devel- 
opment and use of cortisone. 

Members of the board of judges, in 
addition to Dr. Mayo, are: Ned Dear- 
born, president National Safety Coun- 
cil; Lt. Gen. (Retired) James H. Doo- 
little, vice-president Shell Oil Co.; 
Irene Dunne, actress; Henry Ford II, 
president, Ford Motor Co.; Dr. Elmer 
Hess, president-elect of American 
Medical Assn.; Duke P. Kahanasoku, 
high sheriff of Honolulu; William L. 
Laurence, science writer New York 
Times; Harold Lloyd, actor; Hon. Paul 
Martin, minister of national health 
and welfare for Canada: Don McNeill, 
radio personality; Dr. Thomas Parran, 
University of Pittsburgh; Dr. Leonard 
A. Scheele, surgeon general U. S. pub- 
lic health service and DeWitt Wallace, 
editor of Reader’s Digest. 





Servicemen’s Indemnity 
Paid Monthly to 21,600 


Servicemen’s indemnity was paid 
monthly to beneficiaries of 21,600 serv- 
Icemen and veterans not wholly cov- 
ered by other government life insur- 
ance, according to the 1953 annual re- 
port of veterans administration. Maxi- 
mum indemnity payable is $10,000, 
which is reduced to the amount of gov- 
ernment life in force at the time of 
death. 

More than 6,188,000 policies were in 
force at the end of 1953, under the Na- 
tional Service life insurance program 
Which began in 1940. More than 423,000 
Policies were in force at the end of 
1953 under the U. S. Government life 
Msurance program which began during 
the first world war. Nearly 3,000 vet- 
rans disabled during the Korean con- 
lict were covered by one type of spe- 
cal NSLI, while 74,800 other Korean 
a held a special NSLI term pol- 





The Unterman agency of Continental 
American in New York City held a 
luncheon to mark its moving into larg- 
&f quarters at 185 Madison avenue. 


Organize National 
Health, Welfare 
Fund Conference 


National Conference of Health & 
Welfare Funds, Trustees & Administra- 
tors, organized at a meeting in Chicago 
last month, will hold its first national 
convention in Chicago the third week 
in October. A constitution will be pre- 
sented at that meeting, open to repre- 
sentatives of any health and welfare 
plan. 

Organization of the conference at 
Chicago represented the culmination of 
a year’s work on the part of a group 
of persons who first met in Akron 
a year ago and in Detroit in January 
to discuss whether representatives of 
health and welfare plans could benefit 
from meeting together and discussing 
common problems. 

Charter officers are Carl A. Clem- 
mer, Akron, president; Harold T. Al- 
bright, Toledo, vice-president; S. J. 
Tesauro, Detroit, treasurer, and M. A. 
Cornell Jr., Los Angeles, secretary. Mr. 
Clemmer is a trustee and the others 
are administrators. In addition there 
is an executive board composed of 
three union trustees, two employer 
trustees and six administrators, drawn 
from six states. 

Spokesmen for the conference em- 
phasized it would not seek to formu- 
late policy on questions ordinarily 
within the scope of trustees’ responsi- 
ility. It is intended to be a research and 
study group through which an admin- 
istrator or group of trustees can learn 
of methods being used by plans in 
other states to minimize cost, improve 
efficiency and resolve difficult prob- 
lems such as reciprocity and delin- 
quency. Membership may be held by 
an individual trustee or administrator 
or a plan may hold membership under 
its name and designate a representa- 
tive. Membership dues are $50 per 
year. The secretary’s office is located 
at 412 West 6th street, Los Angeles, 14. 





Great Southern Appoints 


Two Managers, Enters Ark. 


Great Southern Life has entered Ar- 
kansas, naming Robert R. Shannon 
manager for the state with headquar- 
ters at Little Rock. Arkansas is the fifth 
state in which Great Southern operates 
and the first of several in which it 
plans to expand in the immediate fu- 
ture. 

John F. Duke Jr. has been named 
manager at Wichita Falls, covering the 
16 counties of north central Texas. 

Mr. Shannon, who has eight years of 
life insurance sales experience, joined 
Great Southern at Fort Worth in 1950. 
About a year ago he was named assist- 
ant manager of the training division at 
the home office. 

Mr. Duke succeeds Fred J. Stubbs Jr. 
who has been made agency assistant at 
the home office. With the company 
since 1952. Mr. Duke has been with the 
home office training divison for about 
a year. 





Elect Anderson President 


Harry Anderson, Occidental of Cali- 
fornia, is the new president of A & H 
Producers Assn. of Los Angeles. Other 
officers are Jack Kosick, Washington 
National, 1st vice-president; Richard 
Dutweiler, National Casualty, 2nd vice- 
president, and Frances Sandidge, Paul 
Revere Life, secretary. 





Managers in Cal. Hear Adams 


James R. Adams, director of agencies 
for American National covering south- 
eastern states and Washington, ad- 
dressed meetings of San Francisco and 
Oakland General Agents & Managers 


Assns. He spoke to the San Francisco 
group at a luncheon and the Oakland 
association had a dinner meeting. 





Cancel FTC Hearings 


on Motions to Transfer 


The hearing scheduled for April 14 
on motions of counsel to transfer to 
the federal trade commission’s bureau 
of industrial consultation cases in- 
stituted by FTC charging Life of 
America and Guarantee Reserve Life 
of Hammond, Ind., with false adver- 
tising of A&H policies has been can- 
celled. The motions were based on the 


premise that before the institution of 
the commission’s complaints the com- 
panies had participated in trade prac- 
tice conference arrangements with the 
commission which resulted in pro- 
mulgation of fair trade practice rules 
for the mail order insurance business 
and other factors. ; 

Cancellation of the hearing was 
asked, pending introduction of evi- 
dence. FTC Examiner Laughlin indi- 
cated that the case may not be set 
before June. 





Franklin Life’s Chicago division, 
managed by F. J. Budinger, had March 
sales of $2,669,929, a record. 





regional companies. 


Life representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 





try this hat 
for size! 


That’s what it boils down to when a new man joins 
the Capitol Life. Contracting with a new company is 
much the same as buying a new hat. You want your hat 
to fit well...to wear longer...and to fully meet your 
personal needs. That’s why we at the Capitol Life have 
placed a lot of emphasis on our Agent Contracts. 

Our objective was to develop contracts that fully 
meet the needs of each new man in terms of his experi- 
ence, qualifications, and personal requirements... to 
develop contracts that not only “fit well and wear longer” 
but ones that will meet the real human needs of the 
Agent. We’re proud to say we’ve reached our objective. 
You can find proof of this in the fact that more and 
more men are joining the Capitol Life each month. More 
and more men are finding out they can finally get many 
of the things they have a right to expect from the insur- 
ance business... with one of the West's fastest growing 


We think you'll like our philosophy of “finding 
the hat that fits.” Capitol men do. Just ask any Capitol 
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‘*He sells group 


‘What's B. BE. U.?” 


insurance with B. FE. U.!’’ 





B.E.U.1S A SERVICE developed 
by Connecticut General for BETTER 
EMPLOYEE UNDERSTANDING of 
group insurance and pensions. 

WITH THIS PLAN the Connecticut 
General representative can show 
a prospect how his group insur- 
ance investment will pay off... in 
improved employee relations and 
the maintenance of quality output. 


THIS 1S THE KIND of selling plus 


that opens doors... gets contracts 
signed. Especially since it’s backed 
up by a complete line of products, 
flexible planning and a reliable 
claim service. 


IF YOU'D LIKE HELP on a group 
problem ... whatever it is... just 
get in touch with your nearest 
Connecticut General Office. Or, 
write to Connecticut General Life 
Insurance Company, Hartford. 


Connecticut General 








GENERAL AGENTS WANTED 


(Opportunities in Indiana, Illinois, Ohio and Kentucky) 





Wolverine-Federal 
Tower 


A 49 year old company, operating in 46 states, has 
opportunities for General Agents in the above states. 
The Company provides a wide variety of Life, Acci- 
dent and Health, Hospital, Dread Disease and Auto- 
mobile Accident protection covering individuals and 


groups. 


PLUS 


dW he 


nw 


. Home Office training schools 

. Direct mail action letters 

. Liberal contracts 

. Group hospital and life insurance for 


agents 


. Company conventions 
. Value packed sales kits 


Supervision experience desired but not necessary. 


For information write to Federal Life & Casualty Company, Wolverine- 
Federal Tower Bldg., Battle Creek, Michigan, Attention Mr. W. Evans. 











D. C. Agents Fight 
Farm Bureau Sales 


Counter Plan 
WASHINGTON—Insurance men 
here are aroused over the announce- 
ment of Farm Bureau Group of Ohio 
that is opening sales counters in three 
department stores of Hecht Co. in the 
area. Douglass Wallop Jr., president of 
District of Columbia Assn. of Insur- 
ance Agents, has appointed a special 
committee to study what action should 
be taken about the matter. The prob- 
lems involved were discussed at a 
meeting of the association’s trustees. 
C. Carney Smith, president of Dis- 
trict of Columbia Life Underwriters 
Assn., indicated the matter will be tak- 
en up at a directors meeting April 21. 
Officials of domestic life companies 
here also are looking into the matter. 
The agents’ committee, C. R. Barker 
Jr., Charles M. Saxelby, Herbert M. 
Pasewalk, Walter Schilling and Mr. 
Wallop, is planning to ask the life 
agents’ association to cooperate in a 
joint action and to get legal advice 
concerning proposed action. 
Insurance Superintendent Jordan 
has stated that the Farm Bureau pro- 
gram is legal and that no action can or 





WASHINGTON—As a result of pro- 
tests from insurance men in this area, 
it is understood assurances have been 
given that Hecht Co. will cancel before 
long its arrangement with Farm Bu- 
reau of Ohio to permit over the counter 
sale of insurance at leased space in 
three Hecht department stores in this 
area. 

These assurances were received from 
Hecht officials at a conference partici- 
pated in by Douglass Wallop Jr., presi- 
dent District of Columbia Assn. of In- 
surance Agents; Charles Barker, chair- 
man of a special committee of that or- 
ganization named to deal with prob- 
lems involved, and John F. McLaughlin 
Jr., of McLaughlin & Co. agency. 

The Hecht people expressed surprise 
at the unfavorable reception given the 
Farm Bureau project by members of 
the insurance industry and stated they 
had no wish to offend any friends of 
the department store corporation. The 
agents reported the attitude of Hecht 
Co. as “most cooperative.” 

The agent committee has taken steps 
to secure cooperation of D.C. Life Un- 
derwriters Assn. and D.C. Life Gener- 
al Agents & Managers Assn. in plans 
to fight the Hecht-Farm Bureau proj- 
ect, if necessary. 





should be taken against Hecht Co. since 
it merely rents space to the company 
and is not involved in the insurance 
transaction. 

Mr. Smith is planning to recommend 
company and individual action to the 
board of the life agents’ group. He said 
the Farm Bureau-Hecht program “vio- 
lates the professicnal concept, lowers 
the prestige of life insurance, elimi- 
nates agent counseling of prospects, and 
puts the life business on an order- 
taking basis”’. f 

William J. Haggerty, Occidental Life 
arent, and past president of the dis- 
trict’s general agents and managers 
asscciation, says the plan and its ad- 
vertising is “disturbing,” and added 
“insurance is not merchandise. The 
plan does not conform to accepted 
standards of operation”. He also in- 
dicated he would write Hecht Co. 
about his feelings and believes other 
agents should also do so. 

Concern is expressed among agents 


—<—<— 


about terms of the arrangement be. 
tween the insurer and the stores. Aq. 
vertisements indicate that telephone 
calls to Farm Bureau sales counters 
will be handled through the Hecht 
switchboards, giving the impression 
that Hecht Co. sponsors Farm Bureay, 
They also say they wonder if Hecht 
Co. will receive, in addition to a stipy. 
lated rent, a percentage on insurance 
sales over a certain amount, and if 
Hecht Co. will bill Farm Bureau pre. 
miums on its charge accounts, and col- 
lect premiums and receive commis. 
sions. 

A spokesman for the district in. 
surance department said that there is 
not supposed to be any connection be- 
tween Hecht Co. and Farm Bureay 
other than the relationship between 
landlord and tenant; that Hecht’s is 
not in the insurance business, is un- 
licensed, cannot bill for premiums or 
collect them, receive a commission or 
otherwise act as insurance participant 
with Farm Bureau, except that it could 
buy a policy from the insurer. 

. s e 

William Tooker, president of Life 
Insurance General Agent & Managers 
Assn. of the district, called the matter 
to the attention of the group’s direct- 
ors, while Charles M. Saxelby, general 
agent of Maryland Casualty, wrote the 
following letter to Hecht Co: 

“Your announcement in yesterday's 
Washington Post soliciting automobile, 
fire. life insurance for Farm Bureau 
Mutual Companies places you in 
competition with every insurance 
agent and company doing business in 
this area. My family has had a charge 
account with you for 25 years or more 
but I am putting a stop to any further 
purchases at any of your stores and 
you may cancel the account. I am also 
taking up the matter with the District 
of Columbia Assn. of Insurance Agents 
and the Life Underwriters Assn. for ap- 
propriate action. 

“If you will refer to the telephone 
directory you will find 14 pages of in- 
surance agents and companies. Each 
of these employ from one or two to 
100 or more persons. Every premium 
dollar that you attract to the mutuals 
makes one merchandising dollar less 
that might be spent in your stores. 
How short-sighted can you get?” 


A&S Claim Payments Hit 
$1,165,602,000 in 1954 


Total A&S claim payments by life 
companies in 1954 was $1,165,602,000, 
compared to $1,053,509,000 in 1953, re- 
ported Institute of Life Insurance. 

February payments were $103,699,- 
000, bringing to $204,963,000 total pay- 
ments for the first two months of the 
year. Last year, February payments 
were $88,266,000 and the two-month 
figure was $170,423,000. 

These payments are benefits paid by 
life companies, under A&sS_ policies 
and do not include payments by casu- 
alty companies, Blue Cross, special 
funds, and disability provisions of life 
policies. 

Life companies developed A&S 
coverage in the 1940’s, after large scale 
group A&S insurance was launched in 
the late 1930’s. By the start of last 
year, life companies covered an eS- 
timated 30 million persons under group 
A&S policies, said the institute in 
pointing to the three-fold rise in claim 
payments in the past five years. 








N. Y. Supervisors Outing June 21 


New York City Life Supervisors 
Assn. will hold its annual outing June 
21 at Tamarack Country club, Green- 
wich, Conn. The agenda will include 
golf, swimming, a softball game be- 
tween teams of uptown and downtown 
members, cocktails and dinner. 
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Continental Makes 
12 Appointments in | 
Agency Department 


Continental Assurance has made 12 
appointments as part of a program to 
definitize home office agency depart- 
ment organization. 

Robert B. Hamor and John T. Grant 
have been named superintendents of 
agencies for the midwestern and Pa- 
cific Coast departments, respectively. 
Albert B. Morrison has been named su- 
perintendent of agencies for the east- 
ern department under the direction of 
Harlow G. Brown, vice-president. 

In the home office, Paul C. Green 
has been named as superintendent of 
agencies responsible for new busi- 
ness development, which includes ad- 
vertising, field services, planning for 
agency conferences and agency re- 
search and analysis. Marshall B. 
Simms has been appointed superin- 
tendent of agencies with the respon- 
siblity for all aspects of home office 
agency administration. 

Robert L. Fontaine, formerly direc- 
tor of publicity, has been named to 
the new position of director of adver- 
tising, responsible for general and 
trade press advertising, publications 
and sales promotion. 

Charles W. Kraemer, formerly assist- 
ant superintendent of agencies, field 
service division, has been named to the 
new post of director of field services, 
responsible for sales training and edu- 
cation, preparation of sales mateial and 
miscellaneous agency services. 

Named as assistant superintendent 
of agencies are Huston Leonard, Pa- 
cific Coast department, William H. 
Day and Edward N. Malaney, eastern 
department, formerly agency supervi- 
sors. 

Earl G. Cleal, formerly superintend- 
ent of agency accounting, has been 
made agency secretary responsible for 
liaison with all operating departments. 





BBB Cites Misuse of 


Insurance by Outsiders 


Another example of how the name 
of insurance can be hurt by promoters 
appears in the current issue of the San 
Antonio Better Business Bureau’s 
bulletin, “Rackets”. The article, titled 
loan insurance, quoted from the March 
17 San Antonio Express and then com- 
mented: 

“ Six loan firms in the San Antonio 
area were warned Wednesday to drop 
IMsurance stipulations from their loan 
contracts with service personnel of the 
army or be placed off limits. 

“ ‘The armed services disciplinary 
board of southwest Texas slapped that 
decision on the firms at the end of a 
day-long meeting at Fort Sam Houston. 
The loans took up most of the discus- 
sion, at which military and civilian 
agencies were represented. 

“Placing the firms off limits blocks 
business with armed services person- 
nel’, (From the San Antonio Express, 
March 17, 1955) 

“The usury rate of the state of 
Texas at the present time is 10% per 
annum, but the loan firms knowing 
that they cannot exist at this rate, 
decided to let the borrower take out an 
mMsurance policy with the majority of 
the premiums paid returned to the loan 
Company by the insurance company. 

_ “To give you an idea as to how the 
interest on loans is pyramided by the 
use of insurance, let’s look at a $20 
loan for 30 days. A breakdown shows 
life insurance $1; total disability $2.15; 
hospital confinement 43 cents, and pol- 
Icy fee of 50 cents, or total insurance 
premium of $4.08. The interest on the 
$20 amounts to only 20 cents with a 


service charge of 32 cents, or total 
charges of $4.60 on $20. Percentage- 
wise, this figures the rate per annum 
for this loan to be 276%. 

“The board, at their meeting, took 
the view that service personnel was 
pretty well covered by the military 
for insurance and hospital benefits, so 
why should they be forced to purchase 
these policies which were of no 
benefit to them. 

“It is hoped that the meeting of the 
legislature in Austin will produce 
something to regulate the same prob- 
lem the military took upon themselves 
to correct.” 


Polio Cover Needed 
Until Vaccine Is 
Widely Distributed 


The Salk vaccine for polio can’t be 
given to 160 million Americans all at 
one time, so there is still an neces- 
sity for polio insurance. This is the 
opinion of Michael Levy, New York 
city broker who has specialized in 
polio insurance, especially for chil- 
dren’s summer camps, for several years. 

Until the distribution of the vaccine 
is so wide as to make the danger of the 
disease so rare that even a minor case 
is a novelty polio insurance will still 
be practical, he believes. 

Progressive insurers, which are con- 
sidering lowering premiums on polio 
cover, will probably switch the pol- 
icies to cover other dread diseases, he 
said. 

Mr. Levy represents Continental 
Casualty, the company that publicized 
polio coverage, and at present he has 
5,000 to 6,000 polio policies on camps, 
and about 700 tuition refund and med- 
ical reimbursement policies for camps. 

People are dropping the insurance, 
he said, but he is advising his clients 
to hang on to it until the vaccine has 
been distributed more widely and in a 
wider age group than can be possible 
this year. 

John Hancock has reduced its prem- 
ium rates for group poliomyelitis cov- 
erage by as much as 30% since the 
reports of the results of the tests. The 
action was based on the success of the 
vaccine and the improved experience 
in current losses. At least in part, Clar- 
ence W. Wyatt, vice-president in 
charge of the group department, said 
this improved claim experience result- 
ed from the test inoculations. Further 
action will depend on the official re- 
ports of the studies, he said. 





Manufacturers in D. C. 


Manufacturers Life has opened an 
office in Washington, D. C., in the 
Continental building at 1012 14th 
street, N. W. Jack F. Crofoot, formerly 





Percy W. Schall Jr. 


Jack F. Crofoot 


manager at Baltimore, has been trans- 
ferred to the new office as manager 
and Percy W. Schall Jr. is succeeding 
him at Baltimore. 

Mr. Crofoot has been with the com- 
pany since 1946. Mr. Schall has been 
in insurance eight years. He is vice- 
president of Baltimore Life Under- 
writers Assn. 





Opens Green Bay Agency 


Prudential has opened a new ordi- 
nary agency at 308 Cherry street, 


Green Bay, Wis., with Thoralf A. Heg- 
land as manager. The new office will 
serve northeastern Wisconsin and up- 
per Michigan and supplements the 
district office at Green Bay, headed 
by Roy Bealing. 

Mr. Hegland has been a training 
consultant in the north central home 
office at Minneapolis. 


Form New Ala. Life Insurer 


John Marshall Life has been organ- 
ized at Birmingham, Ala., with head- 
quarters in the Brownell building. 
President of the legal reserve life 
company is L. L. Griffin, who has 18 
years of life insurance experience. 


L. Q. Head is secretary and Blanton, 
Rintye, Stribling & Verlander of 
Atlanta will serve as consulting actu- 
ary. 





LIAMA Slates Separate 
A&S Parley for 1956 


LIAMA’s A&S committee has de- 
cided to hold a separate meeting April 
9-11 next year at the Edgewater Beach 
hotel, Chicago. The committee has been 
holding a joint meeting with the 
agency management conference. The 
agency management meeting will be 
March 12-14 at the same hotel. 


DO YOU HAVE A CLIENT WHO NEEDS 


$100,000 


MORE LIFE INSURANCE? 
(But thinks he can't afford it) 


Just show him our non-participating Guaranteed Cost 


Annual renewable term. 


For $100,000 


Annual 
Age Premium 
30 $ 629 
35 691 
40 829 
45 1,065 


Also, non-participating Selected 


Risk Ordinary Life. 
For $100,000 


Age of Annual 
Issue Premium | 
30 $1,705 
35 2,020 
40 2,441 
45 2,987 





A simple and complete Selected Risk Ordinary Life sales folder with 
rates, cash values, and a triple-duty sales track and proposal can be yours 


for the asking. 


These policies are a special addition to our complete line of participating 


"Providing sound coverage at reasonable 


life plans. 
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YOO NATIONAL LIFE 
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material. Just fill in coupon. 
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policies. No obligation. 
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Up where? With Oslico, you're 
going up to bigger sales oppor- 
tunities and bigger earnings now 
and in the future. With Oslico, 
there’s a career for you in life 


underwriting. 


E LIFE 





A COMPLETE LINE OF LIFE, HEALTH, 
ACCIDENT AND HOSPITAL COVERAGE 


AT AE ET 








ACTUARIES 








CALIFORNIA 


IND. & NEB. A 














San Francisco 


COATES, HERFURTH & 
ENGLAND 
Consulting Actuaries 


Denver Los Angeles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 

ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 

















x 











GA. VA.-N.Y. 














Atlanta ° 


BOWLES, ANDREWS & 
TOWNE 


Consulting Actuaries 
Employee Benefit Plans 


New York 


Richmond ¢ 














ILLINOIS 








CARL A. TIFFANY & CO. 
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Consulting Actuaries 
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CONSULTING ACTUARY 
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Ia. Legislature Passes 
Fair Trade Bill 


DES MOINES—The Iowa legisla- 
ture has completed action on a number 
of bills including one setting up an 
unfair trade practices act for insurance. 
The bill now goes to the governor. It 
includes misrepresentations and false 
advertising of policy contracts; false 
information and advertising generally; 
defamation; boycott, coercion and in- 
timidation; false financial statements; 
stock operations and advisory board 
contracts; and unfair discrimination 
or rebates. 

The commissioner is given authority 
to examine and investigate the affairs 
of every person engaged in the busi- 
ness, hold hearings, subpoena wit- 
nesses, and to issue cease and desist 
orders with injunction proceedings and 
a judicial review. 

e e e 

The legislature also completed action 
on a bill to permit companies selling 
medical and surgical insurance to sell 
dental insurance; and another bill to 
permit the sale of group insurance to 
cover a debtor. 

Both houses also passed and sent to 
the governor a bill increasing the pay 
of state insurance examiners to $190 a 
week for those working out of state and 
$150 a week for those working within 
the state. 


Newhouse & Hawley 
Enter Life, A&S at Chicago 


Newhouse & Hawley, representa- 
tives of London Lloyds, have expand- 
ed their activities e c 
to include a life 
A&S department. 
It represents Un- 
ion Mutual Life as 
managers in Cook 
and Lake counties, 
Illinois. 

The new depart- 
ment will be titled 
L. . Hawley 
Agency and will 
be managed by M. 
E. Farris, vice- = 2 
president and gen- M. E. Farris 
eral manager. Its offices will be in 
the Bankers building, 105 West Adams 
street, Chicago. 

Mr. Farris has been regional man- 
ager of Central Standard Life at the 
home office for two years. Previously 
he was manager at Chicago of Ameri- 
can National. 








Life Men Urge Premium 


Tax for Blue Cross 


Philip J. Foster, Mutual Benefit Life, 
Dover, legislative committee chairman 
of New Hampshire Life Underwriters 
Assn., spoke in favor of a bill that 
would extend the 2% premium tax to 
fraternals and non-profit insurance 
organizations at a house insurance 
committee hearing. 

He said it would be only fair to tax 
the non-profit and fraternal groups 
because they are in competition with 
the commercial companies, who pay 
the premium tax. Wendell F. Grant, 
general agent of Aetna Life at Con- 
cord, and Gordon F. Burns, manager 
of Connecticut General Life at Man- 
chester, also spoke for the bill. 

Forty-five representatives of labor 
unions, the medical profession, hospi- 
tals and fraternals opposed the bill. 
Attorney Ernest D’Amours, Manchest- 
er, representing ACA fraternal, said 
Tennessee is the only state which taxes 
non-profit insurance plans. He said 
the latter do not compete with com- 
mercial companies but are important 
to the welfare of those they serve. 

The committee took the measure un- 
der advisement. 


New England GAMC — 


to Discuss Competition 

The theme of New England Genera] 
Agents & Managers Conference at 
Swampscott, Mass., April 29-30, will be 
the challenge to management in a com- 
petitive market. 

Key speakers on the first afternoon 
will be Eugene M. Thore, general coun- 
sel Life Insurance Assn. of America; 
Holgar J. Johnson, president of Insti- 
tute of Life Insurance; and Dudley 
Dowell, executive vice-president of 
New York Life. O. Kelley Anderson, 
president of New England Mutual, wil] 
open the conference after an informal 
luncheon. 

A panel discussion on managing an 
agency in 1955 will be conducted by 
Robert W. Boas, John Hancock, West 
Roxbury, Mass, with Laurens F. Bruno, 
Equitable Society, as moderator. Pan- 
elists will’ be Don H. Stimpson, New 
York Life; Leslie R. York, Aetna Life; 
William H. Gilbert Jr., Connecticut 
General; George A. Gallagher, Metro- 
politan; Leonard Smith, Prudential; 
and Edward H. Duffy, John Hancock. 

Lewis W. S. Chapman, director of 
company relations LIAMA, will sum- 
marize the program and point out ways 
of meeting the present challenge to 
management in a competitive market. 


N. E. Mutual to Set up 


Agents’ ‘Hall of Fame’ 


New England Mutual Life will in- 
clude an agents’ “hall of fame” in new 
agency department quarters being con- 
structed at the home office in Boston. 
A gallery of pictures of all full-time 
agents who have written $1 million of 
new business in a year’s time will be 
placed in the reception area. 

Seventy-six men are qualified for in- 
clusion in the gallery, a majority of 
whom have met the requirements sev- 
eral times. Top man in total business 
placed with the company is Henry C. 
Stockman, Newark, with $28,226,820. 
David Marks Jr., New York City, has 
produced $1 million a year for 12 years, 
Vice-president Lambert M. Huppeler 
presented silver trays to 50 qualifiers 
at a leaders’ association meeting. 


e The O. F. Helvie agency of Lincoln 
National Life at South Bend is building 
a two-story office at 622 North Michi- 
gan, to be ready for occupancy Sept. 1. 
The structure will cost between $75,000 
and $100,000. 


In the heart of the 
shopping, business, 
finan id 


Inment 
districts. 300 guest rooms. 
Garage Service. Cocktail 
Lounge. 
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Management Consultants 
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P. O. Box 101 Queens Village, N. Y. 
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U.S. Life Unveils 
New A&H Contracts 
at Fla. Convention 


Raymond H. Belknap, president of 
U.S. Life, predicted at the agency con- 
vention in Palm 
Beach that 1955 
will be a good year 
for insurance if it 
is made attractive 
enough for people 
to buy after paying 
for food, clothing 
and taxes. 

J. Francis 
Welch, vice-presi- 
dent in charge of 
A&H, announced 
a guaranteed re- 
newable at age 65 
contract. New plans will provide two, 
five and 10-year limits for sickness 
and lifetime beneifts for accident. The 
policy, with incontestability and waiver 
of premium features, will be non-con- 
fining for injury and sickness up to 
24 months. Dennis Hardcastle, direc- 
tor of sales, outlined planned promo- 
tion activities of the A&H program. 

George M. Selser, vice-president 
and secretary, told what the home of- 
tice is doing to improve service, public 
relations and policies. Maynard G. 
Shearer, director of agencies, said his 
department is interested in training 
and providing information for agents. 

Fred O. Becher Jr., vice-president in 
charge of the group department, re- 
ported 50% more agencies wrote group 
last year, with the volume exceeding 
$165 million. The company will con- 
tinue renewal commissions after the 
10th year to protect the business and 
persistency, he said. 

John Weaver, executive vice-presi- 
dent, said production opportunities 
lie in the new guaranteed renewable 
at 65 and major medical expense pol- 
icies, reduction of preferred whole life 
minimum from $10,000 to $5,000 plus 
extension of the centennial income 
rider. 

Chairman Roy Tuichbreiter, Saul 
Lesser, assistant counsel, Ernest Roth, 
$1 million producer in New York City, 
Don Iles, A&H agency supervisor, 
Warren V. Smith, regional manager, 
James N. Mazzeo, director of group 
sales and service, John E. Sheehan, 
chief underwriter, Armand Sommer, 
vice-president of Continental Cos., 
Paul M. Anderson, a director of U. S. 
Life, Emanuel Dash, general agent in 
New York City, and Scott B. Brainard, 
president of Brainard & Black in Ha- 
waii, also spoke. Annual production 
awards were presented at the main 
banquet. 





R. H. Belknap 





Philadelphia Life Agents 
Oppose 10-Life Group Bill 


Philadelphia Assn. of Life Under- 
writers has adopted a resolution op- 
posing a reduction from 25 to 10 in 
the minimum number of lives re- 
quired of group insurance. A bill in- 
troduced in the legislature would make 
the lower lives limit permissible. 

The association has asked other local 
associations, the state association and 
NALU to join in an effort to oppose 10- 
life group insurance. The association 
contends the proposed law would lend 
itself readily to abuses, such as dispro- 
Portionate coverages on executive and 
otherwise favored employe groups, 
thereby “circumventing the wise pro- 
vision which precludes personal selec- 
tion by an employer.” Too often group 
Insurance is accepted by an employe 
as a substitute for individually written 





and serviced life insurance that better 
meets his needs and wants, the associa- 
tion stated. 


Name Panels of LIAMA 
Combination Rally 


Panelists have been chosen for the 
combination companies conference of 
LIAMA to be held April 25-27 at Vir- 
ginia Beach, Va. The subjects to be 
discussed, the moderators, and panel- 
ists are: 

Improving manpower—R. E. Fort Jr., 
Vice-president National L&A; W. W. 
Cherry, assistant vice-president Amer- 
ican National; H. F. Monley, associate 
director of field training Prudential; 
B. P. Shields, manpower development 
manager National L&A; and R. K. 
Zelle, assistant vice-president Missouri 
Ins. Co. 

Supervision—F. I. Wunderlick, vice- 
president and superintendent of agen- 
cies Baltimore Life; W. W. Hartshorn, 
superintendent of agencies Metropoli- 
tan; C. H. Kendall, vice-president 
Washington National; W. S. Owen, 
agency vice-president, Life of Georgia; 
and W. W. White, secretary Peoples 
Life of Washington, D. C. 

Business management—W. H. Saitta, 
vice-president Peninsular Life; W. S. 
Cox, agency director and assistant sec- 
retary Home State Life; J. J. Diamond, 
assistant vice-president Home Life; M. 
D. Miller, assistant agency vice-presi- 
dent Gulf Life; and R. J. Morris, vice- 
president and agency director British- 
American. 

Sales management—G. S. Woolsey, 
assistant superintendent of agencies 
London Life; G. F. Albright, assistant 
vice-president Life of Virginia; L. A. 
Brewer Jr., manager of agencies Equi- 
table of Washington, D. C.; C. F. Byron, 
agency supervisor London Life; and 
D. J. Haywood, director of agencies 
John Hancock. 

In addition to the panels, three 
LIAMA staff men, Donald Bramley and 
Stanford Y. Smith, consultants, and L. 
W. Ferguson, research associate, will 
give brief reports. Eldon Stevenson Jr., 
president of National L. & A., will deliv- 
er the opening address and C. J. Zim- 
merman, LIAMA managing director, 
will close the meeting. 





Equitable Society Names 


4 in Group Department 


Equitable Society has appointed 
Harry Danziger assistant director of 
group annuities of the uptown division 
of the greater New York department, 
George W. Johnson associate superin- 
tendent of the group department and 
Harry A. Cuthbertson and John W. 
Minton assistant superintendents of 
the group department. 

Mr. Danziger joined the company’s 
bureau of statistics in 1929 and was 
appointed service supervisor of the 
group statistical division in 1929 and 
named assistant superintendent in 
1949. Mr. Cuthbertson joined the com- 
pany in the auditor’s department in 
1919 and has been in the group depart- 
ment since 1946. Mr. Minton joined the 
company in 1942 in the home office 
administration department and has 
vaee in the group department since 
1946. 





Western Managers’ Rally Is May 2 

“Be Alive in ’55” will be the theme 
for the western area conference to be 
held at Pasadena May 26, with Los 
Angeles Life Managers Assn. as the 
host. 

Lloyd Lafot, New York Life, and 
Laurel E. Miller, Sun Life of Canada, 
are handling arrangements. Associa- 
tions throughout California, Arizona 
and Nevada will participate in the 
event which will feature all aspects of 
the manager’s work. 


Mass Mutual Ordinary 
Sales Set New Record 


Massachusetts Mutual Life’s ordi- 
nary sales totaled $54,531,352 in the 
first quarter, setting a new company 
record and exceeding last year’s figure 
by 30%. 

January production hit a new high 
for a single month, and March was sec- 
ond best month. Total new sales in the 
quarter were $188,685,490. President 
Leland J. Kalmbach predicted ordinary 
life production will break all records 
in 1955 and that, from the standpoint 
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COMPANY OF IOWA 


of financial results and volume of new 
business, it will be the best year in 
company history. 





eA &H Underwriters of Milwaukee 
at the April meeting heard a talk by 
Frank E. Thomas, A&H consultant 
with Prudential’s north: central home 
office in Minneapolis. 





The See, Fette & Stitch agency of 
New England Mutual Life at St. Louis 
is opening a second office at Bon 
Homme and Central avenues in sub- 
urban Clayton. 
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For Agents Who Know Which Way Is Up 


Here’s the real way to find out about 
a prospective agent’s personality: just 
turn him upside down and see how he 
reacts. 

Psychologist H. A. Witkin of the 
New York State university’s college 
of medicine in Brooklyn has been 
tipping people upside down for 13 
years and he thinks that reactions re- 
veal significant facts about personality 
traits. 

How does it work? It’s very simple. 
Mr. Witkin has his subject sit on a 
chair that can be tipped by electric 
motors to any angle. The chair is in a 
box fixed up to look like a small room. 
The room also can be turned every 
which way, including upside down. Mr. 
Witkin masks the subject, tips the 
room and/or chair, then takes off the 
mask and asks the bewildered subject 
whether he is sitting vertical, whether 
the room is vertical, and if he is out 
of plumb how far he should be moved 
to be set straight. 

From the answers Mr. Witkin can 
tell whether the person being tested 
depends for his orientation on what he 
sees or on the effect of gravity on his 
body. 

Here is the significance of all this: 
the person who depends on his body 
alone for orientation is likely to be 
one who deals actively with his en- 


vironment. Those who depend on what 
they see to tell which way they are 
pointing are likely to be passive. Other 
psychological tests tend to confirm 
this. 

So if you have an agent candidate, 
just give him the tilt test. If he knows 
“by the seat of his pants” whether he’s 
sitting upright or not then he’s your 
man. He’s the direct action type of 
fellow who can be expected to get out 
and sell even though he may not care 
much about learning the fine points of 
salesmanship or the principles of life 
insurance. But the fellow who doesn’t 
know where he’s at except by looking 
at his surroundings will stay in the of- 
fice shuffling prospect cards, writing 
letters, looking up information, and in 
general doing everything except get- 
ting out where the customer is. 

Of all the personality tests we have 
ever heard of, this is certainly the 
most picturesque. Actually, thus far it 
hasn’t been tried on prospective sales- 
men—just “normal” college students, 
alcoholics, children, and psychiatric 
patients. But, who knows? Perhaps we 
are on the verge of a great new dis- 
covery in predicting the success of 
salesmen. Turning people upside down 
is weirder than the most outlandish 
tests thus far tried—but not much. So 
don’t say we didn’t warn you of what 
may be in store. 


Not the Contract, but Consideration 


Careless and indifferent selling and 
claim handling have brought far more 
ill will to the A&S business than all of 
the restricted contracts and typograph- 
ical setup of these contracts put to- 
gether. Even the restricted contract, 
if it is sold carefully and conscientious- 
ly and is followed by prompt and con- 
siderate claim handling, does not leave 
half as bad a taste as the most liberally 
written contract, printed in the largest 
type, that is sold without sufficient ex- 
planation and with claim handling 
(not payment) that makes the buyer 
wonder why he ever succumbed to the 
salesman’s story. 

The very nature of A&S insurance 
calls for some policy restriction. The 
typographical presentation of the pol- 
icy contract on paper is not the real 
source of public irritation. It is the 
interpretation of the contract by those 
who sell it and by those who settle 
it that paints the picture the policy- 
holder gets. 

Unquestionably it is true that to- 
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day most selling has vastly improved 
over selling a generation ago. The 
same may be said for claim settle- 
ments. However, whereas a genera- 
tion ago a relatively small propor- 
tion of the population had any direct 
interest in A&S insurance, today the 
vast majority of the people have an 
intimate personal interest. Therefore, 
the kind of picture the public gets 
from action, not contracts, is far more 
significant for the business today. 

A current source of irritation in the 
business is the application of mass 
methods of handling inquiries and 
claims. When a policyholder has a loss 
and finds that to generate action he 
must himself take most of the initiative 
in getting rapid settlement; when all he 
receives are form letters showing not 
the slightest personal interest in the 
case, form letters handled by clerical 
help apparently interested chiefly in 
moving papers across a desk; when re- 
ports sent in by the policyholder have 
not been read or considered; when in- 


formation furnished once is requested 
over and over again, when all these 
things occur the policyholder is not 
being irked by his A&S contract or by 
the kind of print used in presenting it. 
He is irked because in a very personal 
matter, one in which quick, personal 
and considerate action is expected, he 
finds that only his own constant prod- 
ding gets a response. It is no doubt 
true that these cases are the excep- 
tions but when at least one-third of 
the population may be claimants the 
exceptions accumulate and create a 
very serious problem. 

The public response to the A&S busi- 
ness is in the hands of people, who 
make contact with buyers. It is an old 
but still a true saying that when con- 
tracts are substantially equal, the im- 
portant thing to know is who is doing 
the selling and who is doing the 
claim adjusting. 


PERSONALS 


Orval A. Hosch and Edward L. Roed- 
erer have been appointed managers of 
Phoenix Mutual Life agencies in New 
York City and Oklahoma City, respec- 














Orval A. Hosch Edward L. Roederer 


tively. Mr. Hosch joined the company 
as agent in Milwaukee in 1950 and was 
advanced to field manager at the home 
office in 1952. Mr. Roederer joined the 
company in 1952 and has been a field 
manager at the home office since 1954. 


Russell S. Moore, manager of agen- 
cies for Midland Mutual Life, dis- 
cused insurance employment oppor- 
tunities before some 600 students at 


Otterbein college, Westerville, O. 


Horace W. Brower, president of Oc- 
cidental Life of California, has been 
reelected chairman of Los Angeles 
Better Business Bureau. 


Horace R. Smith, superintendent of 
agencies of Connecticut Mutual, has 
been named chairman of the Greater 
Hartford Mental Health Fund drive, 
which runs May 9-23. 


independ- 
has been 


Lantz L. Mackey, an 
ent producer at Detroit, 


Lathrop Village and appointed mayor 
pro tem. He is a past president for 
Detroit Life Underwriters Assn. and 
the CLU chapter. 


DEATHS 


A. E. HAMMOND, 62, head corre. 
spondent for Kansas City’ Life, and his 
wife, Mrs. Bernice Hammond, 55, were 
killed when their auto overturned 
after skidding on a highway about six 
miles west of Wamego, Kan. Mr. 
Hammond had been with the company 
for more than 30 years. 


ERNEST J. HEMSTREET, 70, for- 
merly with Prudential for 50 years, 
died in General hospital at Bay City, 
Mich. His ill-health had forced his 
retirement recently. 


WILLIAM PETERSKY, 62, retired 
general agent for Northwestern Life 
of Washington, died in Seattle hospital 
of a heart attack. He was with the 
company from 1937 until 1952 and 
formerly operated a general agency at 
Olympia, Wash. 


ROE A. DAWSON, 80, an agent for 
New England Mutual Life at Louis- 
ville for more than 50 years, died at 
his home there. He was honored by the 
company last October as its oldest 
agent in point of service. 


WILLIAM T. HOOLEY, 62, assistant 
manager for 23 years of Metropolitan 
Life at Tonawanda, N. Y., and with 
the company for 25 years, died. 


HENRY W. TRYLOFF, who had 
been with Sun Life of Canada for more 
than 47 years and was one of the com- 
pany’s leading producers in the United 
States for many years prior to his 
retirement in 1943, died at his home 
in Mt. Clemens, Mich. 
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JACK M. ROBBINS, 44, assistant 
manager Metropolitan Life, Chicago, 
died there in Mount Sinai hospital. He 
had been with the company 19 years. 





National L. & A. Eastern 
Managers Meet in Ohio 


CINCINNATI—Managers from Na- 
tional Life & Accident’s eastern divi- 
sion met here to discuss company 
plans and objectives. Representatives 
from the home office included Eldon 
Stevenson Jr., president J. E. Wills, 
executive vice-president; C. R. Clem- 
ents Jr., and R. E. Fort Jr., vice- 
presidents, and Powell Stamper, assis- 
tant vice-president. Territorial meet- 
ings were held with the various terri- 
torial managers in charge. 





Crane Made Mo. Agents Secretary 

Forrest F. Crane, district manager 
at Columbia for Massachusetts Mutual 
Life, has been appointed secretary- 
treasurer of Missouri Assn. of Life 


elected to the council of neighboring Underwriters. 
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54 Death Rate Among 
Policyholders Drops; 


Second Lowest Year 


The 1954 death rate among 80 mil- 
lion ordinary life policyholders in the 
U. S. was 607.7 per 100,000, compared 
to 621.4 in 1953 and 766.5 of 10 years 
ago. Last year’s rate was bettered only 
in 1950 when it was 605.8, reported In- 
stitute of Life Insurance. 

The death rate due to tuberculosis 
was 3.7 in 1954, compared to 4.2 the 
year before and 18.5 a decade ago. At 
the turn of the century, the TB death 
rate was 17 times what it is now and 
was the leading cause of death in the 
nation. Dr. Louis I. Dublin, statistician 
and health and welfare consultant of 
the institute, cited increasing control 
over the years as reason for the declin- 
ing rate. 

Influenza and pneumonia death 
rate combined was 10.9 per 100,000 
last year, compared to 12.8 in 1953 
and 31.1 in 1944. Diseases of the heart 
death rate was 346.4, down from 355.2 
in 1953, but still higher than 330.6 in 
1944. 

Accidental deaths showed a_ 38.3 
death rate last year, down from 40.3 
in 1953 and 53.5 in 1944. Cancer was 
the only chief cause of death to show 
a slight increase. 





Coal Operators Casualty 
Sold: New Officers to Be 
Elected at Chicago May 25 


Holders of a majority of stock of 
Coal Operators Casualty of Greens- 
burg, Pa., have accepted an offer to 
purchase the company made by a 
group of persons headed by James H. 
Jarrell, president of Old Republic 
Credit Life, and W. R. Stover, vice- 
president of Old Republic Credit. 

A meeting of stockholders has been 
scheduled at Chicago for March 25 at 
which officers and directors will be 
elected and a new name selected for 
the company. It is understood the price 
paid per share was $20, which com- 
pares with a book value of approxi- 
mately $15. ; 

The purchasing group intends to di- 
versify the operations of Coal Opera- 
tors Casualty to all fire and casualty 
lines. Present company operations will 
continue under the current manage- 
ment headed by W. J. Stiteler Jr., pres- 
ident, with some additions, while the 
new lines of insurance will be under 
the direction of new officers. 

A specialty company serving the coal 
industry, more than 80% of Coal Oper- 
ators business in 1954 was workmen’s 
compensation, this line accounting for 
$4,679,000 of total earned premiums of 
$5,787,682. Incurred losses last year 
were $3,439,525. Assets at year-end 
amounted to $8,792,124, loss reserve 
was $4,859,058 and surplus $1,562,314. 


Hutchinson Named N. Y. 


Life Medical Director 


New York Life has promoted Dr. 
John J. Hutchinson from associate 
medical director to medical director 
and Dr. Louis J. Emanuele to assist- 
ant medical director. 

Everett L. Dunbar and Harry A. 
Mueller were appointed associate un- 
derwriters in the group department. 
Robert V. Lott was named associate 
underwriter, and John D. McCormick 
and Denis Murphy were made assist- 
ant underwriters. Hollis H. Coleridge, 
John C. Fraser, Edward J. Wendt and 
Walter Shur were promoted to actu- 
arial assistants. 








Hancock Hangs Lantern Aloft 
Flashing red lights in the tower of 

John Hancock’s home office and a 

lantern in the belfry of Old North 


XUM 


Church signaled a group of modern 
“minutemen,” 72 newswriters and ed- 
itors from all parts of the country, on 
their way from downtown Boston to 
Lexington in a reenactment of the 
historic midnight ride of Paul Revere 
on April 19, 1775. 





Jefferson National Has New 
Aé&H, Major Medical Forms 


Jefferson National Life has intro- 
duced a non-cancellable, guaranteed 
renewable A&H policy and a major 
medical expense contract. The A&H 
form may be written with either 24 
or 60 months coverage and is renew- 
able to age 65. Optional benefits in- 
clude accidental death, dismember- 
ment, loss of sight and hospitalization 
and surgical coverages. 

The major medical expense contract 
will pay 75% of all listed forms of 
expense exceeding a deductible of $500, 
until a maximum of $5,000 is paid for 
any one injury or sickness or until 
two years elapses from date of injury 
or commencement of sickness. The 
maximum benefit increases 5% each 
year the policy remains in force, after 
the first, until it reaches a top limit of 
$7,500. 


N. E. Mutual Life Sets 


First Quarter Sales Record 


New England Mutual Life’s $148 
million of new business in the first 
quarter set a new record. It was a 
23% gain and put the company well 
into its fifth consecutive best year in 
history. 

The George B. Byrnes agency in 
New York city led with $10,111,000, 
followed by Boston-Hays with $6,408,- 
000; Boston-Summers with $5,397,000; 
New York-Marks with $5,394,000 and 
Los Angeles-Bare with $4,856,000. 

Agencies topping $2 million in March 
were Boston-Summers with $2,648,- 
000, Los Angeles-Bare with $2,285,- 
000, Cleveland-Weber with $2,193,000 
and Boston-Hays with $2,023,000. 


Start Wis. A & H Membership Drive 


A breakfast meeting served as the 
kick-off for Membership Monday of 
A & H Underwriters of Milwaukee. 
Procedure followed that outlined by the 
International association and Thomas 
Callahan, Time, chairman of the Inter- 
national board was in charge. Madison, 
Eau Claire and other Wisconsin cities 
participated, with Charles H. Gilbert, 
Woodmen Accident & Life, Madison, 
Wisconsin association president, direct- 
ing the statewide effort. 








Only 10 Now Needed 
to Get Group Life 
Cover in New York 


NEW YORK—Gov. Harriman has 
signed into law the bill reducing from 
25 to 10 the number of persons re- 
quired to constitute a group for the 
issuance of a group life policy. 

He also signed the bill making it 
unnecessary to get departmental ap- 
proval for A&H riders relating to the 
manner of distribution of benefits. 
This change brings A&H into line with 
life insurance. 

Another bill signed by the governor 
permits the superintendent to fine fra- 
ternals for using policy forms not ap- 
proved by the department. This is in 
line with the law applying to life in- 
surance companies and gives the super- 
intendent a less drastic alternative to 
revoking the offender’s license. 

Gov. Harriman signed a bill making 
the compulsory disability benefits law 
applicable to workers in certain trades 
not previously covered. He vetoed a 
bill that would have amended the dis- 
ability benefits law in respect to de- 
struction of records required to be 
filed under the law. 





Using Insurer as Front 
for Tax Purposes Would 
Be Stopped by Tex. Bill 


AUSTIN—The house insurance com- 
mittee has recommended a bill in the 
Texas legislature which would prevent 
using a life insurance charter as a 
vehicle for carrying on some other 
kind of business, generally real estate. 

The measure, which has the support 
of the insurance department, would 
require a Texas licensed company to 
maintain in force not less than 100 
policies or iess than $200,000 of insur- 
ance, written either by the company or 
acquired through reinsurance. Com- 
panies would be allowed two years 
after issuance of their original certifi- 
cate to comply with the provisions, or 
a year after its effective date for those 
with original certificates. 

According to the Texas department, 
there are more than 100 existing com- 
panies with less than the required 
amount of insurance in force. About 80 
charters, all but four or five for life 
companies, have been issued since Jan. 
1, apparently in anticipation of legis- 
lative action increasing minimum cap- 
italization. Most of the new companies 


are capitalized at $25,000. 

Use of life charters to take advan- 
tage of federal income tax deductions 
on rentals from property designated as 
home office buildings is a fairly com- 
mon practice in Texas. There is a gen- 
eral law requiring corporations to be- 
gin business within three years after 
charter issuance, and the department 
has invoked it to compel some small 
life insurers to write a nominal amount 
of insurance. According to records, a 
few have only $5,000 of insurance in 
force while their capital is invested in 
real estate. 

The senate has approved another 
of a series of insurance reform bills 
backed by the department. Because it 
was amended in a minor way, the bill 
was returned to the house where it 
had passed earlier. 

The measure would provide for more 
frequent examination of new compa- 
nies; allow the insurance department to 
pass on the competence and fitness of 
company directors and officers, refus- 
ing to let an insurer do business if 
they were found not worthy of public 
confidence; give the board power to 
pass on real estate valuations used in 
figuring assets; place supervision of 
the examination force under the entire 
board rather than the chairman alone; 
give each of the three commissioners a 
chief clerk. 


March Best Sales Month 


for Occidential, California 


Occidental Life of California’s March 
sales of ordinary totaled $75,938,606, 
the largest monthly sales in company 
history. The previous record was set 
in March, 1954, when $75,703,823 was 
written. 


Bankers, Ia., Has Big Gain 


Bankers Life of Iowa’s paid for bus- 
iness in March totaled $23,926,982, a 
substantial increase over the same 
month last year. Ordinary accounted 
for $13,958,335, group the remainder. 

Production for the first quarter 
amounted to $59,415,183, an increase 
of nearly $4 million over the same 
1954 period. 











A meeting of members of the central 
Illinois agency of Northwestern Mutual 
Life was held at Springfield, Ill., with 
Charles V. Durr, general agent there, 
presiding. Talks were made by Robert 
E. Templin, superintendent of agencies, 
and Julian F. Leet, assistant director 
of agencies, of the home office. The 
following day an open house was held 
in the agency’s newly redecorated 
offices. 
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Sixty-First Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $194,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $84,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,000 and Insurance 
in force is approximately $220,- 
000,000 . . . The State Life offers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 
for those qualified. 


* * * 


THE STATE LIFE 
INSURANCE COMPANY. 


Indianapolis, Indiana 
e 


MUTUAL LEGAL RESERVE FOUNDED 1894. 

















WANTED: Regional Life Sales Managers 


Reserve Life Insurance Company of Dallas, Texas, one of the 
largest companies in the field of individual disability insurance, 
is now expanding its ordinary life division. The Company has an 
enviable financial position and reputation, and is licensed in 38 
states. 


We need experienced, qualified life agency men to work as 
regional sales managers. If you are selected, you will be 
assigned to a 1 to 3 state territory, preferably an area in which 
you now reside or with which you are thoroughly familiar. 


You must have supervisory ability, and be able to put general 
agencies under contract and make them productive. 


You'll be paid a straight salary commensurate with your ability 
and background, plus an incentive bonus based on performance. 


If you qualify, take advantage of this exceptional opportunity. 
Write to us at once. All replies will be kept confidential. Send 
full details including all previous business experience and per- 
sonal history, plus a recent picture to: 


E. H. Barry, President 
Reserve Life Insurance Company 
403 South Akard Street, Dallas, Texas 








Postal Life Paid-for 
Insurance Sets Record 


Total paid-for insurance of Postal 
Life at year-end came to $28,352,262, 
up 8% since 1953, for the best year in 
company history. Total insurance in 
force increased by 18% to $118,105,814. 

Assets were $18,064,693, a $478,521 
increase. Top quality bonds and first 
mortgage loans were the chief invest- 
ments. Bonds totaled $9,629,111 and 
mortgage loans came to $5,624,243. Pol- 
icy loans, fully secured by policy re- 
serves, totaled $1,500,252. 

Policy and annuity reserves totaled 
$15,993,009 and policy proceeds left 
with the company amounted to $342,- 
995. Dividend obligations to policy- 
holders totaled $644,493, of which 
$219,000 was apportioned to policy- 
holders during the year and $412,493 
represented dividends left at interest. 

Surplus for policyholders’ protection 
amounted to $557,179, of which $477,- 
179 was surplus and $100,000 was 
paid up capital. President George 
Kolodny termed 1954 the biggest and 
best year in company history. 





Automatic Life Ins. Co.— | 
How Close to Actuality? 


(CONTINUED FROM PAGE 4) 

tion? Actually, the processing of the 
policyholder’s personal check is the 
only thing the electronic machine could 
not handle. Until personal checks from 
all policyholders are written in a uni- 
form way on a standard check so they 
can be “read” by intelligent machines, 
the present system will not accept 
them. 

Hypothetical Life is a very nice place 
to work. There are nearly as many em- 
ployes as there were before the com- 
pany went automatic. That is because 
the company has grown so much. The 
increased efficiency produced by auto- 
mation resulted in lower rates which 
created more business. Also, the com- 
pany has been able to make more 
money and raise salaries. 

It is true some employes found 
themselves in altered or completely 
different jobs after many positions 
were eliminated by machines. How- 
ever, the company did not have to lay 
off anyone because of automation. 
The hiring rates for the lower-pay- 
ing jobs, where there is a great turn- 
over of women employes, was simply 
slowed down while the company ac- 
customed itself to using the electronic 
data processing system. 

The original change-over cost Hy- 
pothetical Life quite a large sum, but 
savings offset this expense before too 
long. Several officials, working with 
top management, investigated the 
electronic machines for several years 
before a system was selected. The sur- 
vey involved “re-thinking” and re- 
vising all company operations so that 
they could be switched to machine rou- 
tine. The task was actually accomp- 
lished on a step-by-step basis that took 
many months to complete, once the 
first large electronic machine was in- 
stalled. As a matter of fact, it took 
nearly 10 years for company person- 
nel to obtain enough kriowledge and 
experience and training to make full 
use of the machines’ capacities as they 
were developed at that time. 

While none of the goings-on at Hy- 
pothetical Life would not be possible 
with equipment already available— 
with the exception of dealing with 
checks—each company has to do a 
research job before deciding how much 
automation it should embark on, what 
functions should be handled by ma- 


———} 


chine, and what timetable should be 
followed in making the conversions, 
The answer is different for every 
company. But for the bulk of the busgj- 
ness it is not a question of eventua] 
mechanization or not. It is merely a 
question of making the moves in the 
ways and at the times that will pro. 
duce the greatest benefit for the com. 
pany, its policyholders, and its agents, 





American United Stages 


Seminar on Classing Risks 


More than 50 executives and under. 
writers from 18 states and Canada 
attended a risk classification seminar 
at the American United Life home 
office in Indianapolis. 

The course was designed for those 
newly assigned to underwriting, as a 
familiarization course for those inter. 
ested in underwriting and policy issue 
procedure and for personnel of new 
companies. The curriculum included 
such topics as elements important 
before receipt of application, examiner 
problems, new business considerations, 
lay underwriting, risk selection, policy 
issue and changes, claims procedure 
and reinsurance. John F. Munch, chief 
underwriter for American United, was 
in charge. 





Concern Over Direct 


Placements Unfounded 


The fear that direct financing will 
destroy the market for publicly offered 
securities handled through investment 
banking channels has proved unfound- 
ed, in spite of the growing popularity of 
the system, William R. Cowie, vice- 
president of Equitable Society, told 
examiners of New York insurance de- 
partment at an in-training session. 

He indicated that the private sale of 
securities was stimulated by the pass- 
age of the securities act of 1953 and 
that it grew to a peak in 1948 when 
44% of all corporate securities offered 
were placed directly. This form of fi- 
nancing accounted for about a third of 
total security offerings and about 42% 
of corporate obligations in 1954, he 
said. 

For institutional investors, direct 
placements have provided an outlet for 
their steadily increasing volume of 
funds and a close borrower-lender re- 
lationship. They have been criticized, 
but in several cases the criticisms are 
not supported by facts, he said. 





Chapin Elected Director 


Homer N. Chap- 
in, a vice-presi- 
dent of Massachu- 
setts Mutual Life 
since 1948, has 
been elected a di- 
rector. He joined 
the company in 
1921 and hasserved 
in the calculation, 
claims and invest- 
ment departments. 





Homer N. Chapin e 


Hear Panel at Oklahoma City 

Training and supervision was the 
topic of a panel presentation at the 
April meeting in Oklahoma City of 
Oklahoma General Agents & Managers 
Club. 

Participants included Phil Noah, 
American National, president of Okla- 
homa State Life Underwriters Assn.; 
Joseph Pinkerton, Prudential, and 
David Bridges, Kansas City Life. 





OASI Fund Assets Over $20 Billion 


Trustees of old-age and _ survivors 
insurance trust fund, in their annual 
report to Congress, said the fund’s 
assets last June 30 were $20,042,615,- 
000. compared to $18,366,356,000 a year 
earlier. 
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NAIC Zone 3 Meet Set 
for Louisville May 1-4 


Zone 3 of National Assn. of Insur- 
ance Commissioners will held its an- 
nual meeting in Louisville May 1-4 
with S. H. Goebel of Kentucky as the 
host commissioner. 

Commissioner Larson of Florida will 
preside at the four-day session, a 
highlight of which will be a talk on 
public relations and its importance 
today by Arthur T. Sturgeon, vice- 
president Citizens Fidelity Bank & 
Trust Co., Louisville. 





Elect Manzelman at First 
Illinois AGH Assn. Annual 


(CONTINUED FROM PAGE 3) 
reinsurance facilities. Proponents of 
these fail to recognize that in the 
health field there is seldom a concen- 
tration of risks large enough to require 
providing the spreading of a potential 
loss. 

A federal health reinsurance fund 
would bring government into direct 
competition with the private reinsur- 
ance companies that are serving the 
market adequately. A federal rein- 
surance plan would contribute nothing 
to the financing of health care cost 
of those not presently eligible unless 
it included a government subsidy to 
make insurance available at lower pre- 
miums. Such a reinsurance plan would 
raise false hopes for a more rapid ex- 
pansion of health insurance while con- 
tributing nothing to the realization of 
these hopes. There are other objec- 
tions to the bill but the record shows 
conclusively that there is no need for 
federal legislation to stimulate the 
rapid expansion of voluntary health 
insurance. He reminded his audience 
that every time the government, fed- 
eral or state, enters the field of private 
enterprise, especially a field where 
it is not necessary, government con- 
trol enters and some freedom of action 
is sacrificed. Nothing has happened 
in the last two years to slow up or re- 
verse the federal govenment’s trend 
toward providing for the welfare of 
individual citizens. If this trend con- 
tinues it is certain to affect private 
insurance and all of its branches. 

e e e 


John P. Hanna, managing director 
Health & Accident Underwriters Con- 
ference, speaking on “Our Business”, 
said the title was misleading since 
A&H is no longer “our business in a 
restrictive sense. When you furnish 
this cover to as many as we have done, 
it is no longer strictly our busines any 
more. A great many people are going 
to make it their business to know all 
about ours.” Mr. Hanna opined that 
this is a good thing and it happened to 
the life insurance business to its own 
advantage. People want to know about 
A&H, scrutinize and criticize it, and 
they want the cover. 

He pointed out that the A&H indus- 
try can be proud of the service it has 
performed in the last few years and 
if A&H had not done the job it has 
done, doctors today would now have 
Socialized or government medicine. 
One of the easiest ways to measure the 
Progress of A&H is to consider its 
growth premiumwise in the last few 
years, he said, and to look at the num- 
ber of people covered. Also, in the last 
four or five years there has been 
progress in quality of the business in 
in the form of broader cover, longer 
and higher limits and the stature of. 
the business has been able to rise to 


the challenge of providing voluntary 
insurance. 

Mr. Hanna credited the improve- 
in stature to competition between 
companies. He said if there is anything 
troublesome in the industry everyone 
gets together and works out the prob- 
lem. As to complaints, careful under- 
writing by the agent eliminates al- 
most all possibility of them, he said. 
All along the line the record has been 
good. It has been estimated that 15 
million A&H claims have been paid 
each year,” he said. “More than 99.8% 
were paid without any complaints or 
inquiry to any insurance department.” 

The closing speaker, Chester C. El- 
son, Mutual Benefit H. & A. of Oma- 
ha general agent at Waterloo, Ia., 
rounded off the meeting with a highly 
inspirational talk on “Words Are Your 
Weapons.” He said words are the 
tools of the A&H underwriter, and 
used properly they’ll give you any- 
thing you want.” Everyone should 
have a sales presentation carefully 
worded and organized. It should be 
studied and its effective use learned. 
“Then you are on the way to success. 
Keep in mind that emotion sells more 
A&H or any other kind of insurance 
than any logic in the world.” 





Adam Honored for 45 


Years with Penn Mutual 


Malcolm Adam, president of Penn 

Mutual Life, was honored on his 45th 
anniversary with 
the company at a 
dinner given by the 
trustees. He joined 
the company when 
he was 15, but con- 
tinued his educa- 
tion and became a 
member of the bar 
in 1920. 

Dinner arrange- 
ments were made 
by H. V. Smith, 
chairman of Home 
Fire, O. H. Bullitt, 
Philadelphia, and 
L. T. Beale, chair- 

man of Pennsylvania Salt Manufactur- 
ing Co. 





Malcolm Adam 





Two Rulings on ‘Death 


from Accidental Means,’ 


Overruling the trial court and sus- 
taining Inter-Ocean Ins. Co’s. ap- 
peal, the Georgia court of appeals held 
that death from accidental means 
“directly and independently of all 
other causes” eliminates death due to 
an accident-caused flare-up of pre- 
existing disease. 

The insured’s leg was broken in an 
automobile accident. The injury caused 
a recurrence of a gall bladder condi- 
tion which led to his death. The court 
ruled that the death was caused or 
contributed to wholly or partially by 
disease, and for such a death the 
company was not liable to pay acci- 
dental death benefits (1 CCH Life 
A&H 1119). 

Another ruling on death resulting 
directly and wholly from accidental 
means has been stated by the federal 
court of appeals for the fourth circuit 
in its decision against an appeal by 
John Hancock. 

The insured fell from a pier into 
the Potomac, swam about 40 feet, and 
was drowned. A post mortem showed 
that death was due to drowning, but 
it also showed a diseased condition of 
the heart and arteries and gave indi- 
cation that the insured had suffered a 
coronary attack. In approving the de- 
cision of the lower court, the court of 
appeals quoted, “Admittedly acciden- 
tal, decedent’s headlong pitch in the 
darkness into a sudden and desperate 


battle for his life against frigid waters 
of channel depth, while weighted down 
with heavy winter clothing, was so 
predominantly and overwhelmingly 
the cause of his death as to render 
his heart ailment a mere circum- 
stance” (1 CCH Life A&H 1130). 


N. W. Mutual Has Advanced 


Course for New Agents 


MILWAUKEE—Agents from a dozen 
states are attending Northwestern Mu- 
tual Life’s first 1955 career school at 
the home office. 

Extending over two weeks, the school 
is designed to prepare the most suc- 
cessful new agents for advanced under- 
writing work. Among those addressing 
the group are Edmund Fitzgerald, pres- 





ident; Grant L. Hill, vice-president and 
director of agencies; Victor E. Hen- 
ningsen, actuary; William B. Minehan, 
secretary; Dr. G. F. Tegtmeyer, medical 
director; H. W. Gardiner, director of 
education and field training, and J. N. 
Lochemes, director of underwriting. 


Propose 100% Stock Split 


for National Fidelity Life 


Stockholders of National Fidelity 
Life at their meeting May 4 will con- 
sider a director’s proposal for a 100% 
capital stock dividend. This would 
boost capital from $500,000 to $1 mil- 
lion, consisting of 500,000 shares with a 
$2 par value. 

The new stock would be paid for out 
of surplus, reducing that account from 
approximately $1,750,000 to $1,250,000. 
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INSURERS 
FERENCE 


In being a part of a great industry, there is an 
attendant obligation to serve it. 


Almost fifty years ago the Southern Casualty and 
Surety Conference, now the Life Insurers Conference, 
was organized to serve the general welfare of the 
insurance business . . . to help the insurer more fully 
realize his responsibility to the public. 


At Life and Casualty Insurance Company of Tennessee, 
we fully recognize our obligation to support our 
industry service organizations. 
its organization and have continually given support to 
L.I.C. We have sent large delegations to all 
conventions, served on committees, and at times 
have held offices in the conference. 
our president, Mr. Guilford Dudley, Jr., is a member 
of the executive committee. 


To the Life Insurers Conference . . . for collecting and 
disseminating vital statistics in the fields of life, 
health and accident insurance, and for playing such 
an important role in our industry's growth and 
well-being, Life and Casualty dedicates this salute. 
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LIFE AGENTS 
GENERAL AGENTS 
AND BROKERS 





U. C. & G. C. serves the financial needs of those anne in the Life Insurance Business. Your tax 
pert may be simplified and savings effected. Correspondence Invited. 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 


Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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50% of Life Insurance 


Is Under Newer Plans 


More than 50% of the nation’s $339 
billion of life insurance is under plans 
which have been created or received 
their major development in the past 
25 years, according to Institute of Life 
Insurance. 

Development of special protection 
plans demonstrates efforts of the life 
business to widen insurance ownership 
and meet specific public needs, the 
institute said. It also shows the public 
is interested in increasing financial 
security programs. 

Family income life plans, first 
written 25 years ago, totaled about 
$30 billion at the start of the year. 
Retirement income insurance, an old 
form which received its major stimulus 
during the 1930’s, now accounts for 
$13 billion. Credit life, almost entirely 
developed in the last 15 years, now 
covers more than 20 million loans for 
$10 billion, nearly one-third of the 
outstanding consumer credit in the 
country. 

Business life, relatively new 25 years 
ago, has grown to an estimated $20 
billion, covering key men, business 
continuity or transfer of ownership at 
death. Extra risk life is more than 50 
years old but was greatly developed in 


the past 25 years. It includes 5 million 
policies for $14 billion on those in 
impaired health or hazardous occupa- 
tions. 

Group life secured through corpora- 
tions totals $91 billion under 30 
million individual certificates. Al- 
though created in 1911, it has increased 
900% in the past 20 years. Ordinary 
juvenile, chiefly developed in 1939, 
totals more than $13 billion and in- 
sures several million children. 


Central Mich. CLU’s Form 


Chapter—96th in Nation 


Central Michigan CLU chapter was 
established at a dinner meeting at 
Lansing. The charter, third in Michi- 
gan and 96th in the nation, was 
presented by Herbert C. Graebner, 
dean of the American College, to 
Wayne W. Croxton, Equitable Society, 
Lansing, the chapter president. Cleo 
Baker, Canada Life, Jackson, is vice- 
president and Fred Colwell, American 
Annuity Life, Lansing, secretary. 

Mr. Graebner commented that agents 
have a tendency to underrate them- 
selves and their profession. “The days 
of the peddler are gone,” he said, 
adding “the era of the programmer is 
here. Government and unions provide 
subsistence and fringe benefits but 
insurance benefits must take care of 
the luxuries”. 


WANT ADS 
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4, Ill. 


AGENCY SUPERVISOR FOR VENEZUELA 


with an American life insurance company doing business in Latin America. 
Requisites: Age 32 to 40, must be absolutely fluent in Spanish, have good 
agency production and persistency record with some experience in 
agency management. Preferably man with Latin background or one who 
has lived at least 3 years in Latin America. Good salary and excellent 
production bonus to man selected. Send full particulars and picture to 
Box E-47, The National Underwriter Co., 175 W. Jackson Blvd., Chicago 








GROUP 
ANNUITY 
SPECIALIST 


Large life insurance company has 
opening for man who is looking for 
opportunity and willing to locate in 
Mid-West or Southwest. Must have 
minimum of 3 years’ experience in 
designing and selling plans. Write 
stating experience and expected sai- 
ary. Replies will be held confidential. 
Box E-33. The Nationa! Underwriter 
Co., 175 W. Jackson Blvd., Chicago 
4, ill. 








OPPORTUNITY 
HOME OFFICE— 
ACCOUNTANT — BOOKKEEPER 


Life—A&H ey — Southeastern State 
. . « Not over thirty-five bas) experienced in Life 
Insurance Compcny Accounting, some knowledge 
of underwriting, administrative ability. Good 
opportunity for the right man. Working condi- 
tions among most modern with a young company, 
well financed, aggressive and prosperous. Write 
giving iy tg on a enclos- 
ing rece x jes comp con- 
fidenticl. Address # E-10, The National Under. 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ili. 








LIFE BROKERAGE MANAGER 
Successful Life underwriter, age 35-45. LUTC or 
CLU graduate preferred. Must have personal 
production record of $400,000. Salary, $300. mo., 

lus 72% override, plus personal commission. 

eplies strictly confidential. Raymond A. DuFour, 
CLU., General Agent, Pacific Mutual Life In- 
surance Company, |5!! K Street, N. W., Wash- 
ington, D. C. 








WANTED 

Accident & Health Production Man for Midwest- 
ern branch of large multiple line casualty com- 
po to work with agents in Midwestern and 
outhern states. Must be experienced, willing to 
travel and have proven production record. Please 
write full personal and work history. Address E-43, 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








UNUSUAL OPPORTUNITY 


In progressive young Southern Company for 
Home Office Agency Director. Must have been 
good personal producer with successful back- 
a ye in recruiting and training. Salary open. 
end complete personal history to Box E-44, c/o 
National Underwriter Co., 175 West Jackson 
Blvd., Chicago 4, Illinois. 








FOR SALE 


Newly chartered Arizona Life and Disability 
Company, because of health. Unusual op- 
portunity. Write #E-50, The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 











Corporate Bond Interest 
Rates Show Small Rise 


Interest rates earned on corporate 
bonds held by life companies have im- 
proved in the past six years but the 
rise has not been large, and the 1953 
rate was still below the average rate 
for the 1940’s and one-third less than 
in 1929, according to Institute of Life 
Insurance. 

The rate earned on certain types of 
corporate bonds has declined since 
1947, when the earning rate on all 
assets was at an all-time low. The 1953 
rate on utility bonds was moderately 
higher than in 1947, and only the in- 
dustrial portfolio has revealed any ap- 
preciable rise in interest rates. 

The rate earned on all types of cor- 
porate bonds in 1953, the last yearly 
rate available, was about 344%. 
It was about % of 1% better than 1947. 
Life companies investments in corpo- 
rate bonds exceed $34 billion, com- 
pared to $14,754,000,000 in 1947 and 
$4,579,000,000 in 1929. 

The earning rate on total assets of 
life companies, now is 3.46%, com- 
pared to 2.88% in 1947. The greater 
part of the increase is due to material 
changes in investment channels made 
available during this period, said the 
institute. As more funds were chan- 
neled into higher yield investments 
and less into lower yield investments, 
the overall earning rate rose, even 
when there was no appreciable change 
in interest rates earned on various 
portfolios. About two-fifths of the im- 
proved earning rate came from higher 
interest rates, the other three-fifths 
stemming from changed investment 
distribution. 

The companies increased their hold- 
ings in industrial, commercial and 
public utility bonds and mortgages. 
Stock holdings, although small in re- 
lation to total investments, increased 
during the six-year period, also. 

As the need for capital funds in- 
creased and the need to hold large a- 
mounts in U. S. government securities 
diminished, these holdings were de- 
creased. They were in the low earning 
category. 





Jefferson Standard 


Dedicates Buildings 

Double dedication ceremonies were 
held by Jefferson Standard when the 
new nine-story branch office building 
and the new million-dollar home of 
Jefferson Standard Broadcasting Co. 
were officially opened. The office is at 
South Tryon and East Third streets, 
and the broadcasting building, from 
which WBT and WBT-TV originate, is 
on Jefferson place, Charlotte, N.C.. 

During the dedication, Howard Hold- 
erness, president, said that the com- 
pany had set a new sales record with 
an 18.6% increase in the first quarter. 


State Mutual GAs Elect 


Gerald H. Young, New York City, 
was elected president of State Mutual 
Life’s general agents’ association at the 
conference at Hot Springs, Va. Other 
officers are Harry J. Altick, Detroit, 
vice-president, William Daley, Port- 
land, Me., secretary, and Louis A. Cerf 
Jr., immediate past president, Richard 
F. Wagner, Boston, Walter C. Leck, 
Chicago, and John M. Hammer, Tampa, 
executive committee. 








Creighton Named at Boise 


William C. Creighton has been 
named manager of Prudential’s inter- 
mountain mortgage loan office at 
Boise, Ida. He succeeds R. G. Royer 
who is retiring. Mr. Royer joined 
Prudential in 1946 as manager of the 
then new Boise office. Before that he 
was with Vermont Loan & Trust Co. at 


Spokane, Wash. 

Mr. Creighton’s territory includes 
Idaho, Montana, Utah and a portion of 
northern Nevada. He joined the comp. 
any in 1936, advancing through various 
posts to associate manager at Boise 
last January. 


McDonald, Taylor New 
K. C. Life General Agents 


Hugh L. McDonald and Robert ¢. 
Taylor have been named _=§e general 
agents for Kansas City Life. Mr, 
McDonald’s territory will comprise 37 








H. L. McDonald 


counties in south central Georgia, with 
headquarters at Meigs, and Mr. Taylor 
will operate in all of Arkansas except 
10 counties in the northeast area. He 
will have offices at Little Rock. 

Both men have had long life insur- 
ance experience. Mr. McDonald was 
with another life company for 25 years 
in both sales and managerial capaci- 
ties. Mr. Taylor, with Kansas City Life 
since 1946, was in agency positions in 
Arizona and New Mexico before 
being appointed general agent. 


LIAMA Promotes Two on 
PR, Editorial Staffs 


Margaret A. Duffy, LIAMA public 
relations assistant, has been named 
advertising manager and Jaqueline O. 
Utz has been advanced to assistant ed- 
itor of Manager’s Magazine and Dis- 
trict Management, bi-monthly publi- 
cations of LIAMA. Miss Duffy will 
handle advertising for the two publi- 
cations in addition to her publicity and 
public relations responsibilities. Mrs. 
Utz, formerly assistant editor of Life 
Insurance Selling and Local Agent, has 
been with LIAMA since 1953 and has 
been editorial assistant of the maga- 
zines nine months. 


Harold L. Steinkamp 
Succeeds Father as GA 


Fidelity Mutual Life has named 
Harold L. Steinkamp general agent at 
Memphis to succeed his father, Carl W. 
Steinkamp, who is retiring to devote 
his time to personal production, after 
20 years. Harold Steinkamp entered in- 
surance in 1945 and became assistant 
general agent at Memphis in 1949. 


LOMA Seminar Card Set 


Ray D. Murphy, president of Equit- 
able Society, J. McCall Hughes, vice- 
president and controller of Mutual Life 
of New York, and George T. Conklin, 
financial vice-president of Guardian 
Life, will participate in the annual 
seminar of Society of Life Office Man- 
agement Assn. Graduates on May 11 
in New York city. Harold M. Stewart, 
executive vice-president of Prudential, 
will be main speaker at the dinner. 

A panel on life insurance operations, 
with Frank D. Lewand, New York 
Life, as moderator, will include Herb- 
ert P. Annen, New York Life, “The 
Branch Office System”; John A. Sol- 
omon, Union Casualty & Life, “Or- 
ganization of an Ordinary Depart- 
ment”; George S. Haushalter, Home 
Life, “Underwriting of Extra Premium 
Risks”; and Herman V. Straehle Jr., 
Metropolitan Life, “Self Development.” 
The annual meeting, with election of 
officers and councilors, will be held. 


e Life Agency Managers of Chicago 
will hear John A. Hill, Aetna Life gen- 
eral agent, Toledo, at the April 28 
meeting. 


R. C. Taylor 
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Competition, Prosperity Bring March Records 


(CONTINUED FROM PAGE 1) 








the company’s sales are directed to- 
ward higher income people, who face 
large income taxes this month, the 
impending April 15 deadline apparent- 
ly did not deter them from incurring 
new insurance obligations a few weeks 
earlier. 

The wide spread of ordinary life 
sales, which included no big individual 
cases, has left company officials a 
little mystified. The only explanation 
suggested is a partial one: That some 
of the gains made in the national 
economy are being transferred to life 
insurance. Even so, insurance has 
not kept pace with the boom, an of- 
ficial pointed out. 

Northwestern Mutual Life experi- 
enced the largest March in its history. 
The paid for business totaled nearly 
$54.5 million, a gain of 14% over last 
year and up 13.6% over the previous 
March record set in 1947. 

A spokesman, noting the large vol- 
ume cannot be attributed to any partic- 
ular type of business or sale, said, “We 
have no ‘special’ contract, as we feel 
all Northwestern contracts are ‘spe- 
cials’. We are getting an ever-increas- 
ing volume from our agents’ efforts in 
the advanced underwriting and busi- 
ness insurance fields, but the volume 
from fundamental family protection 
cases increased at just about the same 
rate. The average size case was up a 
bit, but certainly not enough to account 
for the sales increase.” 

The spokesman quoted a_ recent 
statement of A. A. Berle, former Assist- 
ant Secretary of State, observing that 
“for the first time in recorded history 
a huge and growing population is con- 
cerned with the problems not just of 
living, but of what life they want to 
live.” The entire tenor of the times is 
one of dynamic prosperity and a 
continued bright outlook for the future, 
the spokesman continued, “something 
clearly borne out by the rate at which 
Northwestern agents are selling life 
insurance.” 

An officer of Metropolitan Life pre- 
dicted 1955 will be at least as good as 
1954, based on business increase to 
date. The company has moved forward 
this year without special sales cam- 
paigns, which it does not sponsor, and 
without introduction of any new poli- 
cies recently. 

He suggested that last year’s in- 
crease in social security benefits and 
the new federal group life insurance 
law helped focus greater attention on 
life insurance. Changes in the 1954 
internal revenue code which liberalized 
federal taxation of life insurance bene- 
fits also helped sales. The booming 
economy has not only affected ordi- 
hary life sales, but also key man and 
business insurance. 

Increased competition has spurred 
companies on to greater production 
and resulted in expansion of the 
business as a whole, the Metropolitan 
official said, contrasting this with 
other types of business where greater 
competition may mean less for some 
firms because the total amount of 
business that can be done is limited. 

An upturn of confidence in the econ- 
omy in the last three months was the 
Main reason cited by a Prudential of- 
fier for his company’s achievements 
so far this year. January, February and 
March have been “very good months,” 
he said. 

Ordinary life sales in March were 
the highest of any month in Equitable 


Society’s history and the sixth con- 
secutive month in which more than 
$100 million of insurance was sold. 

A company spokesman attributed 
this achievement to an aggresive and 
extended effort by the sales force, more 
effective advertising, and the coun- 
try’s prosperity. He felt the aggresive- 
ness of the sales staff played the 
greatest part in establishing the pro- 
duction record. He placed the condi- 
tion of the U. S. economy as the second 
most important factor. Although ad- 
vertising has had a definite effect on 
the end result, it is more difficult to 
measure because it is an intangible, he 
said. 

New York Life reported March was 
the greatest single month in its 110- 
year history, with $157,290,000 in in- 
dividual ordinary paid business. Group 
life totaled $82,360,000 in January, 
February and March, making it the 
best quarter for the group department. 
A&H did very well in March, also. 
New York Life anticipates a banner 
year. To mark its anniversary, a highly 
successful one-day nationwide drive 
was held April 12, results of which 
will be reported later. 


This good business is the result of 
an expanding economy, growing popu- 
lation and excellent business condi- 
tions, said a New York Life executive. 
Furthermore, many people have come 
to realize that their life insurance 
protection has lagged behind their 
increased income and greater respon- 
sibilities. In other words, he said, life 
sales have not been keeping pace with 
the economy in recent years: But now 
they are beginning to catch up. The 
result is that sales records are being 
broken. 

Guardian Life staged a campaign 
last month in honor of Frank F. Wei- 
denborner, agency vice-president. The 
results shattered records for any 
March and any campaign month in 
company history. Ordinary life sales 
set a new mark and so did A&H, where 
a newly introduced major medical pol- 
icy stepped up sales all along the line. 
Ordinary life sold came to $25 million 
in March. 

The stimulus of the campaign, added 
to improvement of public confidence in 
a stable economic situation, contri- 
buted greatly to the March accomplish- 
ments, said a top company official. 
Improvement of the product plus more 
competitive merchandising figured in 
the picture, also. The company’s new 
major medical policy, probably the 
first to be renewable for life, played 
a part, too. 


March ordinary sales of $34,527,409 
for Continental Assurance set a new 
single month record, and first quarter 
ordinary sales of $182,282,548 repre- 
sented a new high for any comparable 
period. First quarter sales in 1954 were 
$83,275,753. 

Indicating the company’s record of 
large gains is a reflection of favorable 
business economy throughout the coun- 
try, a company executive said all four 
of the agency department divisions 
showed significant gains for the first 
quarter. While company sales results 
usually follow national trends, either 
upward or downward, the spokesman 
said in the past a single division would 
be up while the others were down, or 
vice versa. So far this year the sales 
increases have been registered through- 
out the agency force, and without spe- 


cial stimulus in the form of contests or 
campaigns. Rather, he attributed the 
fine company showing to strong opti- 
mism with respect to the nation’s 
economy and future, both on the part 
of the agency force and the public. 

Mutual of New York listed $46,- 
919,090 new ordinary business for 
March, up 38%, and $37,648,665 for 
February, up 39%. Although no cam- 
paigns have been run this year, four 
new policies with low gross premium 
rates were introduced in February and 
helped to boost production. 

Average size of policies sold in 
March was $6,284, setting an all-time 
company record. The record had been 
$6,133. Average size in 1954 was $5,- 
383. The company is new to the A&H 
and group fields. ; 

The fact that federal income taxes 
were not due in March was another 
reason put forth for the high sales 
figures of that month. 

Mutual Benefit Life noted a 25% 
increase in business of the first quarter 
and an 18.5% increase in March. It 
was regarded as a very good month, 
despite the curtailing of production 
activities due to the general agents’ 
association meeting in Florida. 

Mutual Benefit’s heavy recruiting 
program, typical of many companies, 


is beginning to show results as re- 
flected in first quarter and March fig- 
ures, said a vice-president. The compe- 
titive situation among companies, 
causing greater emphasis on advertis- 
ing and sales promotion, is another rea- 
son for the achievements. The new in- 
ternal revenue code concerning life 
insurance benefits has helped sales. 
The general “boom” in the economy 
also is a factor, the company official 
felt. 





Policy Benefits Rise 
by 13% in February 


Payments to families from life poli- 
cies in February were $424,607,000, up 
13%, and brought the total for the 
first two months to $901,665,000, an 
increase of $89,226,000 over the same 
period of 1954, according to Institute 
of Life Insurance. 

Payments are 40% for death claims 
and 60% for living policyholders, in- 
cluding matured endowments, dis- 
ability, annuities, surrender values and 
dividends. 

Living benefits, increasing more 
rapidly than death benefits, are 7% 
ahead this year. Payments to policy- 
holders are 14% greater. Matured 
endowments and dividends to policy- 
holders are 20% and 17% larger, re- 
spectively. 





2 PLANS IN1 


Packaged 
Insurance 


Sells 
Faster 


(One of a series) 





THE MACCABEES 
EXECUTIVE ESTATE PLAN 


The Maccabees Executive Estate plan offers the effect 
of two plans in one. 


It combines the high face value protection of Ordinary Life 
with the savings values of 20-pay Life. 


The relatively low rates are further reduced after 20 years 
making this an excellent retirement plan. 


It is ideally suited to today’s savings-minded public and 
to packaged selling techniques. 

The minimum face amount sold on this plan is $5000. 
Therefore, an agent selling this plan is assured substantial 
earnings per sale. 


Sales Aids—High-powered sales ammunition produces 
qualified prospects and helps close the sale. 
Direct mail material, custom designed for this plan, 
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Wide Topic Range 
at Omaha Rally of 
LAA Round Table 


(CONTINUED FROM PAGE 2) 
what her husband’s quota is for the 
month and how much he has written 
so far. If both answers are correct an 
award is sent to the wife. 

Homer Shaw, Farmers & Bankers 
Life, described a “Hearts Desire” cam- 
paign, timed with Valentine Day. Bills 
of different denominations were en- 
cased in large, red plastic hearts and 
were awarded as prizes to the wives 
in advance. When an agent topped his 
quota, the key was sent to unlock the 
wife’s “Heart”; otherwise, the cur- 
rency-bearing heart had to be re- 
turned. 

Edwin P. Leader, Bankers Life of 
Iowa, considered incentive values of 
prestige-building elements other than 
awards. Reprints of articles featuring 
agents in the weekly honor roll are 
sent to a reasonable number of good 
prospects submitted by the agent to 
help build the man in his community. 

Mr. Leader stressed the importance 
of ego recognition. When an agent 
qualifies for further training in the 
home office articles are prepared for 
home town newspapers and announce- 
ment cards are made up. When an 
agent is featured in the company’s 
magazine, reprints are prepared for 
distribution in the community by his 
manager. 

Gene Higgins, United Benefit Life, 
urged gearing contests to increase 
sales presently and also the year round. 
He suggested these rules in organizing 
contests—spread the prizes around, do 
not set qualifications too high, do not 
make too many contingencies to win 
and follow through by continually stir- 
ring up interest. 

Jack Morris, Business Men’s Assur- 
ance, past president of LAA, and A. 
H. Thiemann, New York Life, the cur- 
rent president, were guests of honor 
at the dinner following the social 
hour. 

The final business session was pre- 
sided over by James Farlee, United 
Benefit Life, who termed direct mail 
the most effective way to get a message 
across in a controlled way. 

Gordon M. Moodie, divisional sales 
manager of IBM, discussed the import- 
ance of integrating the salesman’s di- 
rect mail efforts with national adver- 
tising. 

Lester Suhler, subscription manag- 
er of Look has found the use of “per- 
sonal” effective on the envelope when 
it is one of several mailings to the 
same list; a one page letter more suc- 
cessful to repeats; indentations of new 
paragraphs better than block para- 
graphs and mentioning a premium on 
a separate order card more fruitful 
than including it in the letter. 

James Curtin, president of the di- 
rect mail firm, Curtin & Pease, Toledo, 
spoke on “Testing.” He suggested that 
life advertisers go to present policy- 
holders and get a profile to find the 
type who buys more mortgage insur- 
ance, for instance. The profile will 
show an age and average income group. 
The next step is to build a list of these 
young executives or buy one from a 
well known list house. Every list 
should be tested for responsiveness 
and a table of minimum sample sizes 
is available from Direct Mail Adver- 
tising Assn. to determine the number 
of copies to mail. 

N. Murray .Longworth, president of 
United Benefit Life, concluded the 


meeting with an address “Ideas—Your 
Fortune.” Calling attention to the 25 
million increase in population from 
1950 projected through 1960 and to 
the anticipated total population of 200 
million by 1970, he averred opportun- 
ity is at a new high, though it presents 
a strong challenge to produce new and 
better merchandising ideas every day. 

Suggesting steps on how to go about 
the imagining and thinking of new 
ideas, Mr. Longworth advised ap- 
proaching everything from the stand- 
point of “why.” Get all the necessary 
facts and material in mind. Then let 
your imagination run wild without 
suppressing thoughts out of fear of 
criticism. Let your ideas brew in your 
mind for if they do not fit the present 
problem, they will come back later on 
and be useful. Use team play with 
your associates—someone will hit on 
an idea that is solid. Finally, be judi- 
cious and make your ideas fit a prac- 
tical plan of action. 





Minnesota Life Agents Set 
St. Paul Meet April 28-29 


Minnesota Assn. of Life Under- 
writers will hold its annual meeting 
and sales congress at St. Paul April 
28-29. Minnesota Life Leaders Club 
also will meet April 28. 

Speakers Thursday will include 
Robert R. Girk, Indianapolis tax 
attorney, and Robert Shay, director of 
agencies for Bankers Life of Iowa. 

The sales congress will feature talks 
by Stanley Martin, State Mutual Life, 
Dallas; Homer Chaney, director of 
agencies of New England Mutual Life, 
and a panel on money-making tech- 
niques. Participating agents will be 
Carl Gauck, Fairmont; Hugh Wheeler, 
Duluth, and Greg Hagan and John 
Steger, both of St. Paul. 


Card Ready for Los Angeles 


A&H Sales Rally May 6 


Los Angeles A & H Managers Club, 
which will hold its annual sales con- 
gress May 6, will be addressed at the 
luncheon by William G. Coursey, man- 
aging director of International Assn. of 
A & H Underwriters. 

Other speakers include Walter G. 
Gastil, Connecticut General, Jeff 
Bramcom, Washington National, and 
Walter F. Schmitz, Occidental of Cali- 
fornia. 


June 2-3 Convention Dates 
for Kentucky Life Agents 


Kentucky Assn. of Life Underwriters 
will hold its annual convention and 
sales meeting at Louisville June 2-3. 

The first day Solomon Huber, 
Mutual Benefit Life general agent at 
New York City, will discuss taxation 
and business insurance, and Fred G. 
Kimball, manager of sales training for 
New York Life, will talk on basic sell- 
ing problems. The banquet speaker 
that evening will be Dr. William H. 
Alexander, pastor of First Christian 
Church, Oklahoma City. 

Speakers the second day include 
Joseph F. LoBosco, Manufacturers 
Life, Welland, Ont., Can., and Walter 
W. Smith, Metropolitan Life, Ruther- 
fordton, N. C. 


S. C. Slates A&H Probe 


A concurrent resolution has been in- 
troduced in South Carolina calling for 
the appointment of a 6-member com- 
mittee to investigate A&H practices, in- 
cluding policy provisions, cancellation 
and selling procedures, rates and set- 
tlement practices of companies writing 
A&H in the state. 











Oklahoma CLU chapter at its April 
meeting heard a talk by Pendleton 
Miiler, New England Mutual Life gen- 
eral agent at Topeka, Kan. 


‘WOULD BE SUBSIDY’ 


Federal Reinsurance 
Plana ‘Give-Away’, 
Brower Tells Agents 


“A broad segment of the American 
public is in line to finance all or part 
of another govern- 
ment - sponsored 
‘give-away’ pro- 
gram—this time in 
the field of health 
insurance,” Horace 
W. Brower, presi- 
dent of Occidental 
Life of California, 
said at a meeting 
in Chicago. 

Referring to the 
administration’s 
proposed legisla- 
tion to provide for 
reinsurance of voluntary health plans, 
Mr. Brower said the plan is apparently 
designed to encourage insurance com- 
panies to make health insurance avail- 
able to people who are now too old to 
qualify, or uninsurable by reason of 
existing sickness or disability, and peo- 
ple who cannot afford to buy it. 

e e s 

Speaking to 150 of his company’s top 
agents from the midwest and east, Mr. 
Brower pointed out that if insurance 
companies placed on the market health 
insurance that included these uninsur- 
ables, (1) higher premiums would 
have to be charged the entire insuring 
public or (2) the companies would be 
forced to operate at losses they could 
not afford or (3) the taxpayer would 
be called upon to subsidize the plan. 

Prime factors determining premium 
rates, he said, are amount and fre- 
quency of claims, hospital and medical 
costs, and costs of administration. 
Claims, of course, would skyrocket if 
companies offered insurance to people 
who for reasons of health are not now 
considered good risks,” he declared. 

To prevent rates from rising beyond 
reach of the consumer, the government 
would establish a $100 million reinsur- 
ance fund to cover 75% of any losses 
insurance companies might suffer ex- 
perimenting in this field, Mr. Bower 
related. “It is generally agreed 
throughout the industry that any such 
experimentation program would in- 
volve losses—25% to be borne by the 
insurance companies who would be 
forced to pass them on to their policy- 
holders—75% paid by the government 
which historically passes on its losses 
to the taxpayer.” 


““Our industry has already made tre- 
mendous gains in a relatively short 
span of time, and right now is carrying 
aggressive experimentation in the 
health insurance field. For example, 
deductible plans similar to automobile 
coverage, coupled with protection from 
catastrophic losses up to $20,000 and 
more are already on the market.” Ap- 
parently the sponsors of this reinsur- 
ance bill are unaware of*this experi- 
mentation program now going on, or 
are unwilling to wait and give us suf- 
ficient time to measure the results of 
the experimental program and devise 
plans based on this experience, he said. 

Mr. Brower said major medical cov- 
erage pioneers feel that heaith insur- 
ance plans should be designed to pro- 
tect the individual against unexpected, 
major medical losses that he cannot 
afford. “One of the major challenges 
facing the insurance industry today is 





Fr 





H. W. Brower 


the education of the consumer to the 
realization that he should budget , 
small amount each year to take care 
of normal medical costs, and rely op 
health insurance to protect him from 
the large losses,” Mr. Brower said, 
“Health insurance is now and will con. 
tinue to be rapidly expanded and im. 
proved. The government is not going 
to accelerate this growth by fathering 
an economically unsound giveaway 
program.” 


San Francisco Agents 
Elect Paldi President 


George Paldi, Guardian Life, was 
elected president of San Francisco 
Life Underwriters Assn. at its annual 
meeting April 19. He succeeds Herb. 
ert W. Humber, Mutual Benefit Life, 

Jules Routbort, Penn Mutual, was 
named vice-president and Elmer £ 
Scherf, California-Western States Life, 
secretary. New directors are J. J. Con- 
dran, State Farm Life; Carl S. Mehl- 
hop, Northwestern Mutual, and Frank 
M. Crook, Pacific Mutual. R. Edwin 
Wood, Phoenix Mutual, was reelected 
national executive committeeman. 

Vice-presidents representing the 
general agents and managers, CLU 
chapter and women’s section are to 
be named by those groups. The usual 
practice is for the managers and the 
CLU chapter to name their presidents 
as vice-presidents while the women 
select one of their number to serve on 
the board. 

Mr. Paldi already is giving attention 
to special events for 1956 when the 
association will observe its 50th an- 
niversary. Speaker at the annual meet- 
ing was Robert L. Walker, NALU 
president. 


Mutual of N. Y. Sales 


Increase 38% in March 


Mutual Life of New York’s March 
sales amounted to $46,919,090, up 38%, 
and in February totaled $37,684,665, 
increase 39%. Average size policy is- 
sued in March was $6,284, exceeding 
the record of $6,133 set in February. 
Average size policy sold in 1954 was 
$5,383. The February and March rec- 
ords followed introduction of four new 
policies at low gross premium rates. 





Form 2nd Delaware Assn. 


Kent & Sussex Life Underwriters 
Assn. was organized at a meeting in 
Dover and makes the second life 
agents’ group in Delaware. 

John W. Tarbell, Acacia Mutual, was 
elected president; John Davis, Equit- 
able of Washington, D. C., secretary, 
and John Sparks, Metropolitan, treas- 
urer. 

Claude L. Benner, president of Con- 
tinental American Life, presented the 
charter to the association at its organi- 
zational meeting. The other association 
is named after the state and has head- 
quarters at Wilmington. 





Brooklyn Educational Meeting 

Maurice Blond and Bernard M. Eib- 
er, agent and general agent, respective- 
ly, of Mutual Trust Life in Brooklyn, 
and Mark C. Muller, agent of Phoenix- 
Mutual in New York City, will speak 
at an educational meeting of Brooklyn 
branch of the New York City Life Un- 
derwriters Assn. April. 





Joins Philadelphia Life 

Joseph F. Garland has joined the 
brokerage department in the home of- 
fice agency of Philadelphia Life. He re- 
cently has been with Penn Mutual Life. 





e Pacific Mutual Life has opened a 
new mortgage loan office at Salt Lake 
City to serve all of Utah. E. L. Cook is 
district manager. 
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Over $1.3 Billion 


Insurance 
in Force 





JEFFERSON 
STANDARD’S 


Mr. 
A% 






Says: 

“My company pays 

4% compound interest 
on renewal commissions left 
on deposit by members of the Field Force. Jefferson 
Standard agents now have over $134 Million on de- 
posit with the company and the amount is growing 
every month. These deposits provide security for 
the future with an income in the present—yes, 4% 


“Telerso \iandard 
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LIFE INSURANCE COMPANY 


A WELL-BALANCED COMPANY 





New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A “‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


**Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 














Life life insurance in force exceeds 
ce» | $730,000,000.00 
Group $ I | . 

Franchise 
Hospitalization 

Brokerage PLUS: One of the most advanced agents 

Reinsurance training programs in the nation... 

Supervised offices . . . Trained Group 





men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 





















DCUTMAL TRUST 


¥ 
5 
‘ PRODUCERS HAVE ENJOYED THE 
COMPETITIVE ADVANTAGES OF: 












M Low Net Costs 

Flexible Settlement Options 
M Net Level Premium Reserves 
A Strong Surplus 


pi 50 a Mutual Trust has been soundly and 
ged ona purely mutual basis 
for the hanell of its policyholders. 
In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in: 
Cal., Conn., la., Ill., Ind., Mass., Me., 
Mich., Minn., N.H., N.J., N.Y., N.D., 
Ohio, Pa., R.I., Vt., Wash., Wis. 











“As Faithful as 
Old Faithful’ 







MUTUAL TRUST 


LIFE INSURANCE COMPANY 





PROFITABLE GENERAL 
AGENCY OPENINGS NOW 
AVAILABLE 


Write to the 
Agency Secretary 


135 S$. LA SALLE STREET, CHICAGO 














This is a Life Insurance man 


He is always ready to lend a helping hand. 

If the volunteer fire company needs an 
extra man, they can count on him. If there is 
canvassing to be done for some community 
cause, he offers his services. 

He believes in his community and its 
future. He is a good neighbor; and the spirit 
of service that he shows springs naturally 


from his work. 


There—with friendliness and foresight— 
he serves his community as few other busi- 
nessmen can. 

He asks people to buy peace of mind—for 
themselves and their families. In today’s 
world, that is no small product to sell! 


Yet men do not always buy this product 


easily. He must have patience, understand- 
ing and wisdom. But — sooner or later — he 


sees his hard work justified. Somewhere a 
family lives without fear of the future be- 
cause of the life insurance he once sold a | 
father who now is gone. 

Then a warm glow fills his heart. 

In private life—as in his chosen career— | 
he is glad, indeed, to be able to help his | 
neighbors do what must be done for every- 


one in the community. 


a 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE U.S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 





